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Service Engineers 
To Seek Control 
Of Price Cutting 


(Concluded from Page 1, Column 5) 
enacted Tydings-Miller fair trade 
law, to enable legitimate dealers 
to make a fair profit. 

Second resolution requests manu- 
facturers and jobbers of refrigeration 
parts and supplies to restrict their 
sales to authorized dealers and 
service shops. In turn, these dealers 
and service men will pledge them- 
selves in favor of dealing only with 
members of National Refrigeration 
Supply Jobbers’ Association. 

Both resolutions were drafted by 
a group of dealers and service engi- 
neers, acting in their individual ca- 
pacities, as a result of meetings held 
last week in the office of Carl Bud- 
denbaum, Chicago attorney. Origina- 
tors of the plans are withholding 
their individual names until the 
R.S.E.S. convention, when they will 
formally present their appeals for 
a chance to operate under the Tyd- 
ings-Miller act and the fair trade 
acts of their respective states. 

Publication of the resolutions is 
being made at this time to obtain 
advance indications, if possible, of 
the attitude of service men, dealers, 
jobbers, distributors, and manufac- 
turers toward the movement, and to 
solicit their support, those behind 
the movement stated. 

Copies of the resolutions have been 
sent to members and officers of 
manufacturer and jobber organiza- 
tions, including National Refrigera- 
tion Supply Jobbers Association, 
Chicago Refrigeration Supply Job- 
bers Association, Refrigeration Man- 
ufacturers Association, and Refrig- 
eration Parts Manufacturers Asso- 
ciation. 

Study and support of the move- 
ment also has been requested of the 
Illinois Radio and Electrical Dealers 


Association, American Furniture 
Manufacturers Association, Master 
Steamfitters Association, Illinois 


Federation of Retailers Association, 
Illinois Retail Hardware Association, 
and the Chicago Better Business 
Bureau. 

Complaints voiced at last week’s 
two meetings centered around the 
activities of ‘dealerships’ which 
operate without stock or display 
wauere and whose overhead costs 
are tor order blanks and a telephone; 
of real estate agencies, which it is 
claimed are quoted lower unit prices 
than dealers are able to obtain from 
distributors; and of other unfair 
competitive practices. 

One dealer told of companies that 
advertise without using a street ad- 
dress, but listing instead a telephone 
number, claiming to represent stand- 
ard makes of refrigerators and offer- 
ing to pass on to the customer the 
profit that ordinarily would go to 
the regular retailer. Another said 
his sales had been so undermined by 
similar tactics that his service de- 
partment was the only factor which 
was keeping him in business. 

Text of the two resolutions which 
these dealers and service men will 
present to the R.S.E.S. convention 
follow: 


Resolutions for 


Manufacturers 


WHEREAS, retailers of many lines of 
refrigerators in the principal distributive 
centers have, during the 1937 selling 
season, been confronted with widespread 
and vicious price-cutting by some un- 
scrupulous dealers and have made it 
impossible for the legitimate retailers to 
secure an adequate or fair profit on the 
sale of their refrigerators and refrigera- 
tion and air-conditioning equipment; and 


WHEREAS, such price-cutting can be 
stopped and eliminated if the various 
refrigeration manufacturers, through their 
distributors and factory branches, co- 
operate in the enforcement of established 
prices and can greatly help the situation 
by invoking the Fair Trade Acts now in 
force in 42 of the states and given federal 
sanction by the recently enacted Miller- 
Tydings law; and 


WHEREAS, there have developed other 
practices harmful to the sale and profit 
of the retail refrigeration dealer and 
installation and service man, such as 
(1) direct sales by manufacturers to 
apartment buildings and real estate com- 
panies at prices lower than the dealers’ 
cost; (2) the so-called five and 10-year 
warranties given by most manufacturers 
which are misleading to the public and 


thereby react unfavorably upon the dealer - 


and service man alike; (3) the failure of 
manufacturers to furnish dealers and 
service shops with proper service data on 
equipment; (4) insufficient discount allow- 
ances to recognized service shops on 
equipment and replacement parts. 


THEREFORE BE IT RESOLVED by 
the undersigned organizations, that this 
resolution be submitted to the recognized 


Sales Chief 


A. R. Johnson, in charge of sales 
to distributors for Cutler-Ham- 
mer, Inc., controls manufacturer. 


refrigerator manufacturers and that the 
said manufacturers be requested to ap- 
point a committee to meet with the 
committee of the undersigned during the 
convention for the purpose of seeking a 
satisfactory solution of the aforemen- 
tioned evils; that negotiations be carried 
on between these committees for the 
purpose of a closer relationship and 
cooperation between the manufacturer 
and the undersigned and the said negotia- 
tions shall continue until such time as 
the committee of the undersigned shall 
decide, but not beyond the first day of 
January, 1938, promptly after which time 
the committee shall report to the under- 
signed organizations and shall if they 
deem best publicize the findings in the 
various trade papers and publications. 


Resolutions for Parts 


Manufacturers & Jobbers. 


WHEREAS, the jobbers, dealers, and 
service shops have become an increasingly 
important factor in the refrigeration 
industry and represent the connecting 
link between the consumer and_ the 
manufacturer; and 


WHEREAS, full cooperation is neces- 
sary between the parts manufacturers, 
jobbers, retailers, and service and instal- 
lation shops in order to develop the 
industry and efficiently serve the public; 
and 


WHEREAS, there have developed a 
number of conditions and practices in the 
industry which should be eliminated or 
corrected in order to bring about legiti- 
mate dealings and proper cooperation in 
the industry as a whole; ~ 


THEREFORE BE IT RESOLVED that 
the undersigned organizations represent- 
ing the various factors in connection with 
the manufacture, sale, installation, and 
service of domestic, commercial, and air- 
conditioning refrigeration equipment, 
hereby respectfully call upon the refrig- 
eration equipment and parts manufac- 
turers and jobbers to consider and 
endorse the following proposals: 


(1) All parts and supplies catalogs, 
circulars, and descriptive literature issued 
by manufacturers and jobbers’ should 
contain only list prices with discount 
sheets to be issued from time to time. 


(2) Dealers to pledge themselves in 
favor of dealing only with members of 
the National Refrigeration Supply Jobbers 
Association. 


(3) The sale of parts, equipment, and 
supplies by jobbers shall be restricted to 
authorized dealers and_ service shops 
which have established places of business. 


(4) The sale of refrigeration gases by 
jobbers shall be restricted to quantities 
not less than factory packed drums. 


(5) No premiums, rebates, or induce- 
ments shall be offered, given, or paid by 
anyone in the industry, nor shall there 
be improper or unreasonable discounts 
which would effect an unfair price reduc- 
tion. 


(6) Only uniform cash and quantity 
discounts shall prevail. 


BE IT FURTHER RESOLVED that the 
undersigned organization submit these 
proposals to the parts manufacturers and 
jobbers and request them to appoint a 
committee to meet with a committee of 
the undersigned at this convention for 
the purpose of considering these resolu- 
tions and to make these said resolutions 
or modifications thereof effective imme- 
diately. 


Parts Makers and Jobbers 
Plan Joint Banquet 


(Concluded from Page 1, Column 2) 

Colyer, Wolverine Tube Co. (presi- 
dent); John S. Forbes, Kerotest Mfg. 
Co. (vice president); R. M. McClure 
(executive secretary); D. H. Daskal, 
Perfection Refrigeration Parts Co.; 
W. A. Leonard, Henry Valve Co.; 
K. B. Thorndike, Detroit Lubricator 
Co.; John Wyllie, Jr., Temprite Prod- 
ucts Co.; G. E. Graff, Ranco, Inc.; 
Earl A. Vallee, Automatic Products 
Co.; Edward Gammie, Victor Gasket 
& Mfg. Co.; and Barrett Scudder, 
James P. Marsh Co. 


Gas Companies Hope ‘Super-Range’ Will 
Recapture Ground Lost to Electric Ranges 


(Concluded from Page 1, Column 3) 
the industry has finally wakened to 
find itself playing the part of Br’er 
Rabbit in a modern version of the 
“hare and tortoise” fable. 

While the gas industry has slum- 
bered, confident that its early lead 
could not be overcome, electric utili- 
ties and manufacturers of electrical 
equipment have been working over- 
time to sell the American public on 
the “electrical standard of living.” 

To regain a leading place in the 
appliance field is the first objective 
of the newly aroused gas men. The 
“super range” will form the spear- 
head of this attack. 

To aid in the industry’s rehabilita- 
tion program, retailers of gas appli- 
ances were urged to expand and 
intensify their promotional efforts, 
stressing especially the points in 
which gas appliances are superior to 
their electrical brethren. More and 
better appliance salesmanship, and 
“promotional” gas rates upon the 
part of utilities also were suggested. 

Herman Russell, retiring president 
of the association, told the conven- 
tion that many housewives didn’t 
even know what a really modern gas 
range looks like, to say nothing of 
appreciating the finer points of its 


operation. 
Viewing the possibilities for in- 
creased appliance sales in_ the 


gas industry’s new drive, Wa.vr C. 
Beckjord, vice president and general 
manager of Columbia Gas & Electric 
Corp., New York City, declared that 
the number of domestic gas cus- 


tomers is now greater than ever 
before. 

But in spite of this, he said, resi- 
dential sales per domestic meter for 
all uses including home heating were, 
in 1936, still only 89% of sales in 
1929. Domestic gas business dropped 
with the depression, he declared, and 
has not yet recovered. 

“The sales of gas ranges still 
outnumber the sales of electric 
ranges, however,” Mr. Beckjord 
pointed out. “In the eight years 
between 1929 and 1936, 8,730,000 gas 
ranges were sold as compared with 
1,213,000 electric ranges. But while 
the ratio in 1929 was 10 to one in 
favor of gas ranges, that margin 
has now been cut to five to one. The 
sale of electric ranges has increased 
greatly during the last few years.” 

The new Certified Economy Range 
will be introduced next year by 
about a dozen manufacturers. 

A committee was appointed early 
this year to consider the need for 
improved gas appliances. This com- 
tttee was to study the desirability 
an. practicability of establishing 
“super requirements” for laboratory 
certification of certain appliances, 
especially ranges. The committee 
also was to consider the problem of 
modern styling for gas appliances, 
and the introduction of more efficient 
mass production methods. 

The new range is an outgrowth of 
the findings of this committee. Speci- 
fications which it must satisfy in- 
clude: oven and broiler must reach 
a pre-determined temperature within 


a limited period of time; automati, 
oven lighting, cut-off valve, ang 
thermostat; limited gas consumption. 
and a 45% top burner efficiency. ’ 

Actively interested in the gas jp. 
dusiry’s new range drive will he 
M. G. O’Harra of Norge division, 
Borg-Warner Corp. who last Week 
was elected chairman of the domestic 
range division of the Association o¢ 
Gas Appliance and Equipment Many. 
facturers. This association heid jtg 
annual convention here in conjune. 
tion with that of the AGA. 

The question of time payment 
terms for gas appliances also loomeg 
large in convention discussions. 

Opinion on this matter was Sharply 
divided. While some speakers adypo. 
cated longer terms in the face of 
rising appliance prices, others pointeg 
to the dangers involved in handling 
long-term paper. 

A Los Angeles utility executiye 
who said that his organization hag 
handled nine million dollars worth 
of time payment “paper,” declareg 
that three times as many reposses. 
sions had resulted from five-year 
paper as from three-year paper. On 
a numerical basis, he said, three. 
year sales had resulted in 6% repos. 
sessions, while five-year sales had 
resulted in about 20%. 


Friction between large merchan- 
dising gas utilities and retail gas 
appliance dealers threatened to de. 
velop if the utilities do not limit their 
time payment terms to coincide with 
the new short terms agreed upon 
late in August by leading banks and 
credit companies. Many representa- 
tives declared that failure of the 
utilities to so curtail their terms 
would give them an unfair advantage 
over retailers forced to abide by 


bank or credit company terms. 


og 


and Air Conditioning. 


TRIBUTE 
QUALITY 
PERFORMANCE 


“Automatic Products enjoy a 
splendid reception among 
our Customers — surely the 
A best tribute to Quality and 
Performance. 


The Spangler Company, Inc. 


Your customer’s complete satisfaction de- 
pends greatly upon Control efficiency. If 
those Controls are “A-P” they’re Leakproof, 
Supersensitive, Rugged, easy to install, built 
for years of accurate, dependable operation. 


~— 


AND 


Mr. R. H. SPANGLER 


__ss6=ssSsSsSO_ ll. 
o to Your Jobber 


or Your (4) Controls 


Upon the basis of accurate and dependable 
Performance alone, A-P Expansion Valves 
and Solenoids have the unqualified praise 
and enthusiastic preference of Supply Job- 
bers and Refrigeration Engineers everywhere. 


Whether your installation is large or small, com- 
plicated or simple, A-P Controls on the job offer 
your best guarantee of Profitable Refrigeration 


Progressive Jobbers Everywhere Stock %} Controls. 


SPANGLER COMPANY 


SPANGLER COMPANY 


INTERIOR SPANGLER CO. 


St. Louis 


New Orleans Store 


New Orleans Store 
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pe NEW YORK CITY—Promotional 
> opportunities on electric ranges, 

7 Bo home laundry equipment, small appli- 


ances, and the all-electric kitchen 
were outlined to managers of 20 
electric leagues, key men in electric 
appliance promotion work in some 
of the country’s largest trading 
areas, at the second annual confer- 
ence of the International Association 
of Electrical Leagues here Oct. 6 
and 7. 

Electric ranges are past the pro- 
motional stage, and are now ready 
for real activity by independent 
dealers, G. J. Reichert, appliance 
sales promotion manager of Buffalo 
Niagara & Eastern Power Corp., 
told the conference in outlining his 
company’s campaigns since 1930, 
during which the utility has been 
both in and out of direct merchan- 


Mr. Reichert quoted from _ the 
records of his company to show that 
year by year dealer sales of electric 
ranges have been in _ increasingly 
greater part of te .«  nge sales in 
the utility territory. 1930, he 
showed, dealer sales were but 230 
(Concluded on Page 2, Column 1) 


984,043 Ranges. Sold 
[n Eight Months 


NEW YORK CITY—Sales of elec- 
tric ranges by 12+m% "ufacturers to 
distributors and dealess for the first 
eight months of this year totaled 
284,043 units valued at $20,144,820, 
compared with 202,987 units valued 
at $14,084,210 during the same 
months last year, according to re- 
ports made by the companies to 
National Electrical Manufacturers 
Association. 

As compared to 1936, this year’s 


(Concluded on Page 13, Column 2) 


New Frigidaire Canadian 
Plant Nearly Complete. 


_TORONTO, Ont., Canada—Finish- 
ng touches are being made to ‘the 
hew enlarged plant of the Canadian 
Frigidaire division of General Motors 
Corp. preparatory to putting the umit~ 
in operation by the end of October. 

Desire to increase the percentage 
of Frigidaire products made in 
Canada, plus the need of greater 
facilities to meet the increased de- 
mand for household and commercial 
units, prompted the move for new 
arger quarters. 

Located on the outskirts of To- 
tonto, the new plant provides more 
“a double the floor space for 
igidaire’s Canadian manufacturing 


and administrative activities. Ap- 
Proximately 90,000 sq. ft. are pro- 
Vided by the new unit. 


New olay Warehouse fo 
Replace Burned Building 


em TCINN ATI—The new building 
- tructed by Crosley Radio Corp. 
rin Js Building K, destroyed by 
January during the Ohio river 
a 00d, is now completed and ready for 
we The building is being used for 
in 
shipping & finished products, and 
Added facilities afforded by the 
expected to greatly ex- 
a, Shipments of appliances to 
i ese and dealers. The struc- 
1 ¢ 500 ft. long, 100 ft. wide, 
Soil ‘ ne story high. It was built at 
of approxin ely $100,000. 


Tenants Urged to 


Ask N. Y. Owners 


For Refrigeration 


NEW YORK CITY—lIn a campaign 
aimed at low-income families and 
timed to hit moving days this fall, 
the Electrical Refrigerator Associa- 
tion of New York is urging tenants 
to demand electric refrigeration as 
an added service from their land- 
lords—at a cost of $2 per month 
to tenants. 

Cooperating with the association in 
the campaign are distributors of 
Coldspot, Crosley, Frigidaire, General 
Electric, Kelvinator, Leonard, No:-: , 
Sparton, Stewart-Warner, and West- 
inghouse refrigerators. 

The drive is designed to increase 
apartment sales in the lower-income 
class apartments. First shot fired was 
a double-page spread in the New 
York Daily News. Additional adver- 
tisements are planned if the initial 
attempt shows promise. 

Tenants have only to contact the 
association or the cooperating re- 
frigerator distributors, who will in 
turn proposition the apartment 
owners. Financing plan of $2 a 
month is the same as that which 
the association has been offering for 
several years through the National 
City bank. 

Copy stresses the economy of elec- 
tric refrigeration, and promises sav- 
ings up to $36 a year. Electric cold, 
the advertisement states, is cleaner, 
safer, faster, more economical, and 
more serviceable. 


Chicago Group Revises 
Resolutions 


CHICAGO—Backers of the two 
resolutions to be presented to next 
month’s convention of Refrigeration 
Service Engineers’ Society, meeting 
Oct. 8 in the Allerton hotel, took 
steps to revise their proposed recom- 
mendations in response to sugges- 
tions made by interested distributors, 
jobbers, and manufacturers. 

One of the resolutions asks manu- 
facturers of electric refrigerators to 
cooperate with retailers in the en- 
forcement of established list prices 
under the price-maintenance provi- 
sion of state and federal fair trade 
laws, and to assist in correcting such 
“harmful practices” as five and 10- 
year warranties, direct sales to 
apartment houses at below dealers’ 
cost, and insufficient discounts to 
recognized service shops on replace- 
ment parts. 


(Concluded on Page 16, Column 3) 


Go West for Kelvinator 


A. H. REINACH 


© 


Vairy Conventions to 


Open Next Week 


DETROIT—Three conventions of 
interest to those associated with the 
dairy and ice cream equipment divi- 
sions of the refrigeration industry 
are scheduled to be held in southern 
cities during the next week and a 
half. 

The International Ice Cream Manu- 
facturers’ Association will meet in 
Dallas on Oct. 18, 19, and 20; imme- 
diately following this will be the 
30th annual convention of the Inter- 
national Association of Milk Dealers 
in the same city on Oct. 21, 22, and 
23. 

The Dairy Industries Exposition 
will be held in New Orleans from 
Oct. 21 to 27. 


Kelvinator Appoints 
Massimi Head of 
Apt. House Sales 


DETROIT — Establishment of a 
new apartment house department to 
handle the merchandising of Kelvin- 
ator household appliances in that 
field was announced last week by 
Ralph C. Cameron, sales manager of 
household appliances, Kelvinator divi- 
sion, Nash-Kelvinator Corp. 

John J. Massimi has been ap- 
pointed manager of apartment house 
appliance sales to head the new 
department and will start work im- 


(Concluded on Page 138, Column 1) 


HARRY C. MEALEY 


* * #* 


Mealey, Reinach to 
Direct Coast Sales 


DETROIT—Harry C. Mealey has 
been appointed Kelvinator western 
regional manager for household ap- 
pliances with headquarters in San 
Francisco, and A. H. Reinach will 
head a new separate commercial 
refrigeration sales office on the 
Pacific Coast with headquarters in 
San Francisco, it was announced at 
the executive offices of the Kelvin- 
ator division of Nash-Kelvinator 
Corp. here last week. 

Mr. Mealey, formerly general 
refrigeration sales manager for 
Hotpoint, will be in charge of Kel- 


(Concluded on Page 16, Column 2) 


Hotpoint Reveals Plans 
& Products Nov. 8-11 


CHICAGO—To hear all about new 
Hotpoint products and sales plans 
for the coming year, distributors of 
Edison General Electric Appliance 
Co., Inc., have been invited to attend 
the first annual “Hotpoint Partners’ ” 
meeting to be held Nov. 8 to 11 at 
Edgewater Gulf hotel, Edgewater 
Park, Miss., according to R. W. 
Turnbull, vice president. 

Business sessions of the meeting 
are scheduled to begin at 8:30 each 
morning and to continue until 5 p.m., 
with the exception of two days when 
no afternoon sessions are planned. 
During the remainder of the time, 
distributors will be free to do as they 
please. 


Midwest Dealers Gather at Mills’ Open House 


Last Saturday, Oct. 9, Mills Novelty 
Co. was host to nearly 300 dealers 
and service engineers who came to 
see how Mills compressors are made. 
In these pictures taken at the “open 
house” are (1) Ray Polley, Mills 
refrigeration sales manager, writing 
up an order from C. K. Lafferty 
(center), Quincy, Ill. distributor, as 
Mills salesman F. Duvall looks on. 


(2) W. Holst, C. V. Hill & Co., Chi- 
cago; A. E. Sands, Valade Refriger- 
ator Corp.,. Detroit; and E. G. Ben- 
scoter, C. V. Hill & Co., Chicago, 
pose in front of a giant boring ma- 
chine. (3) H. L. Hill and Glen Reyn- 
olds of the Badger Refrigeration Co., 
Portage, Wis., traveled quite a dis- 
tance for the affair. (4) Clyde Hall 
of Mills explains a Brinnell hardness 


tester to E. D. Kresse and A. L. 
Hammond of Springfield, Ill. (5) 
Henry Razza and Art Becker of the 


Acme Refrigeration Co., Milwaukee, 
visit with Ray Polley. (6) “Red” 
Thomas of Electric Refrigeration 


Service, Indianapolis; and John For- 
shea, Ft. Wayne, Ind. dealer, got a 
kick out of the inspectors’ room. 


RSES Meeting 
Program Plans 
Are Formulated 


, Kisntional Ti alks Will 
Be Stressed; Morning 
Sessions Only 


CHICAGO — Educational _ sessions 
in which will be discussed such prob- 
lems as merchandising, advantages 
and disadvantages of commonly used 
refrigerants, adjustment and appli- 
cation of controls, a typical air-con- 
ditioning job, and business manage- 
ment and credit will feature the 
fourth annual convention of Refrig- 
eration Service Engineers Society, to 
be held in the Stevens hotel Nov. 
3 to 5. 

Routine business of the association 
will be disposed of on the conven- 
tion’s first day. This will cover re- 
ports of society officers, standing 
committees, and appointment of 
other committee groups. 

Convention sessions this year will 
be held from 10 am. to 1 p.m.,, 


(Concluded on Page 16, Column 1) 


Doty Heads Advertising 
For Delco-Frigidaire 


DAYTON, Oct. 12—-Appointment 
of Earl D. Doty as advertising man- 
ager of Delco-Frigidaire conditioning 
division, General Motors Sales Corp., 
was announced today by E. G. Biech- 
ler, general manager. Mr. Doty has 
been a member of Mr. Biechler’s 
staff. 

In his new post, Mr. Doty will be 
in charge of advertising covering 
General Motors’ automatic heating 
and air-conditioning activities, re- 
porting to J. J. Nance, general sales 
manager of the Delco-Frigidaire 
division. 

Mr. Doty has been with Frigidaire 
and its predecessor company, Delco- 
Light, for 21 years. 


Chicago Will Expand 
Water Facilities 


WASHINGTON, D. C., Oct. 11— 
First action by any city to expand 
its water facilities following recent 
publication of a nationwide govern- 
ment study of municipal conditions 
was reported to the United States 
Department of Commerce here today 
by William B. Henderson, executive 
vice president of the Air Condition- 
ing Manufacturers’ Association. He 
revealed that Chicago began laying 
high capacity mains to enable a 
changeover from pipes that have 


(Concluded on Page 16, Column 2) 


Dealers’ Suit Upheld on 


Connecticut Price Law 


HARTFORD, Conn.—Connecticut’s 
fair trade act passed its first court 
test here recently when Superior 
Court Judge P. B. O’Sullivan issued 
a temporary injunction te a retail 
liquor dealer, enforcing terms of the 
act against a competitor who alleg- 
edly was cutting prices. 

The action is considered significant 
because, if it is upheld, it will not be 
necessary for the owner of a brand 
or trade-mark to sae for enforcement 
of the act. Such action can be taken 
by the dealer. 

Application of the injunction was 
made by the owner of a retail liquor 
store in New Britain, who had a 
contract with his distributor in which 
he agreed to maintain minimum 
retail prices on the distributor’s 
brand of products. Liquor store 
against which the injunction was 
sought was not a party to the con- 
tract, but was affected because of 
the non-signer clause in the Connecti- 
cut fair trade act. 
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AIR CONDITIONING AND REFRIGERATION NEWS, OCTOBER 13, 1937 


Earl Doty, Newly Appointed Delco-Frigidaire Advertising Manager, Gets Down to the Job 


Jeffe Explains Consolidated’s Cooperative 


Plan at Electrical League Meeting 


(Concluded from Page 1, Column 1) 
out of a total of 1,029 ranges sold, 
compared with 800 sales by the 
utility. 

When the utility dropped out of 
range merchandising in 1932, total 
range sales fell off to 997 units for 
the year, and were only slightly 
better in 1933. The following year, 
when the utility resumed its range 
selling, dealer and company sales 
were equal, at 1,300 units each. 


In 1936, of 6,568 ranges sold in the 


company’s territory, dealer sales rose 
to 3,804 units compared with 2,684 
by the utility. To Mr. Reichert this 
is indication enough that dealers are 
on their own feet in range selling. 


Predicting “all-electric housekeep- 
ing” for the future, the speaker said 
that small cities have been most 
successful in the promotion of elec- 
tric ranges. Buffalo, largest city in 
his territory, has a range saturation 
of about 9%; smaller cities in the 
area show saturations up to 30%. 


This Simple patent 


The Gates 


ure 2. 


SI 


GATES 


a." 


is the secret that has made “ o,% h-eocc0e! 


a SILENT V-BELT': 


. ... and here's the reason—. 


When a straight-sided V-belt 
bends around its pulley there is 
tension on the top of the belt and 
compression on the bottom. This 
makes the side walls bulge outward 
—as shown in figure 1, below. 

Belt is built with a 
patented concave side. 
due to bending, simply straightens 
the concave side to a precise fit with 
the sheave groove as shown in fig- 


This exact fit naturally prevents 
slipping. No slipping 
ENT belt, a belt that wears 
longer, a belt that does not heat and 
therefore does not stretch. 


BELT GUIDE — FREE 


The Gates Belt Guide is the recog- 
nized national authority on co 
belt fit for ALL Refrigerators, Wash- 
ing Machines, Pumps, Stokers, . 
etc. FREE from your Jobber or the 
p> RUBBER CO., Denver, Colo- 
0. 


Write Today! 


ais 3 


The bulge, 


Figure 2, 


BELTS 


CONDENSE, 


FOR EVERY 


APPLICATION 


Quality and efficiency are the out- 
standing features of Long condensers 
and evaporators. Condenser units of 
tube and flat continuous fin construction, 
in copper and steel, give maximum heat 
dissipation per pound of material used, 
and collect less dust. Available in both 
domestic and commercial units for elec- 


tric refrigeration and air conditioning 


applications. 
e 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT, MICHIGAN 
WINDSOR, CANADA 


MODERN 


*SUOLUHOdUAI-S 


He listed the following principles 
for guidance in launching a success- 
ful range sales drive; a reputable 
promotion and sales organization; 
careful selection of retail outlets for 
cooperative effort; one brand to a 
store, or at least no competing lines; 
and plenty of price and_ service 
appeal. 

An appeal for strong support of 
the National Kitchen Modernizing 
Bureau as a means of selling electri- 
cal products of all types was sounded 
by George E. Whitwell, vice presi- 
dent of Philadelphia Electric Co. 
and chairman of the bureau. 


BATHROOM PARALLEL 
Worth of the kitchen modernizing 
movement in selling appliances is 
paralleled by the experience of the 
bathroom supply industry when it 
treated the bathroom as a unit and 
stopped concentrating on individual 

items, the speaker pointed out. 


That the small appliance business 
was anything but small was the 
point stressed by C. S. Swartzbaugh, 
president of Swartzbaugh Mfg. Co., 
in his address at the conference. 
Including electric fans, small appli- 
ance sales last year show a retail 
value of $65,000,000, according to 
estimates—and this year sales are 
running anywhere from 15 to 75% 
ahead of 1936, he declared. 


SMALL APPLIANCES BIG 


Reasons why the small appliance 
business is important to utility com- 
panies, said Mr. Swartzbaugh, are: 

1. It is an important stabilizer. 
Other utility sales curves have 
dropped at times, but there never 
has been a slump of current for 
domestic appliances. 

2. The educational value of small 
appliances in leading to sales of 
major appliances — refrigerators, 
ranges, water heaters. Small appli- 
ances have played an important part 
in selling utility services generally. 

3. Most small appliances are used 
at the time needed to produce off- 
peak load. 

4. Small appliances are the best 
medium for changing unprofitable 
utility customers into profitable ones. 

5. Selling small appliances requires 
little, if any, additional investment. 

Aims and results of Consolidated 
Edison Co. of New York’s present 
cooperative dealer merchandising 
plan were outlined to the conference 
by E. F. Jeffe, vice president of the 
company in charge of sales. 


Inauguration of the company’s 


plan, Mr. Jeffe said, followed the 
conviction that “an effective way to 
get our share of the customer’s dol- 
lar was through offering him the 
greatest value for his money; to 
increase sales efforts; extend and 
amplify company services; make 
modernization the keynote of new 
business activities, and produce co- 
ordinated and cooperating mediums 
for the sale of approved electric 
appliances.” 


Most important part of the com- 
pany’s campaign was in devising a 
plan in which manufacturers, dis- 
tributors, retailers, and the utility 
company could successfully present 
appliances as an important part of 
the life of the average family. These 
appliances, Mr. Jeffe said, were to 
be advocated as something touching 
personal convenience and happiness. 


Weak link in the utility-manufac- 
turer-dealer chain was the dealer, 
and it was recognized that dealers 
must be brought together under a 
constructive coordinated policy, and 
made to see that they must do their 
share. Through the campaigns, Mr. 
Jeffe said, dealers not only have 
built up a profitable neighborhood 
business on electrical appliances, but 
also have built extra business on 
appliance maintenance and service. 


CONFIDENCE IN DEALERS 


Confidence of buyers in neighbor- 
hood dealers has been improved by 
use of the cooperative plan, Mr. 
Jeffe said. Manufacturers realize 
that the plan is an outlet for large 
amount of merchandise—an outlet 
which they can control and supervise 
—and if instructions for distribution 
of orders taken by the company and 
turned over to manufacturers are 
followed, there can be no complaints 
as to unfair dealings or discrimina- 
tion, he added. 

Explaining organizational set-up of 
the utility’s personnel and plan, Mr. 
Jeffe said that each territory is 
supervised by a sales manager, who 
has under him district office man- 
agers and field representatives, to 
aid dealers by passing on to them 
latest research results in appliance 
development and use. The bureau is 
divided into lighting, air conditioning 
and refrigeration, and _ statistical 
division. 

Appliance sales traceable to the 
plan during this and last year, he 
stated, include: 

“Bargain package” campaign (De- 
cember to April) including a Hot- 
point non-automatic iron, Westing- 


house roaster, LE.S. lamp, Kacett, 
radio—50,286 sales at a value of 
$811,890. 

Apex vacuum cleaner with attach. 
ments (April, 1937)—9,000 units at 
a value of $360,000. Another cam. 
paign on Electrolux gas refrigerators 
during the same month, featuring a 
trade-in allowance of $15 for each 
old ice box, brought sales of. 8,199 
units. 

Westinghouse toaster-grill (May 
1951 )—2,000 sales at @ Value of 
$53,900. 

Electrolux refrigerator with West. 
inghouse roaster-grill or Ig ve *tilat. 
ing fan (June, 1937)—sales t.\taleg 
9,255 refrigerators, 6,686 ro: Sters, 
and 2,524 fans. 


LEAGUE ACTIVITY SURVEY 


Importance of electrical leagi eg jp 
the promotion of national provrams 
was brought out in a lunchecn ag. 
dress by Floyd L. Carlisle, chairman 
of the board of Consolidated / dison 
Co. A survey of the activities of 9 
electrical leagues throughou' the 
country, he said, shows that: 


Territory they cover includes about 
34 million people, or about 26% of 
the nation’s population. 

Residential meters in their terri. 
tories total more than 7,610,000, 
about 35% of the nation’s totai, 

The leagues have a membership of 
971 manufacturers, 191 utility com. 
panies, 336 distributors, 864 contrac. 
tors, more than 1,500 dealers, and 
500 other miscellaneous members of 
the industry. 

Cost of promotion in the territor. 
ies averaged 16.3 cents per meter per 
year. 

Cities covered in the survey in- 
cluded Cleveland, Chattanooga, Kan- 
sas City, Indianapolis, Washington, 
D. C., Los Angeles, New Orleans, 
Buffalo, Philadelphia, St. Louis, Chi- 
cago, Boston, and New York City, 
Mr. Carlisle said. 


George R. Conover, managing di- 
rector of the Electrical Association 
of Philadelphia, was elected president 
of the association for the coming 
year to succeed Ralph Neumuller, 
executive vice president of the Elec- 
trical & Gas Association of New 
York, Ine. 


Other officers elected were: vice 
president, A. A. Gray, manager of 
the Electric Association of Chicago; 
treasurer, G. W. Weston, secretary- 
manager of the Electric & Radio 
Association of Kansas City. O. C 
Small, director of the business de- 
velopment department of National 
Electrical Manufacturers Association, 
was reelected secretary. 


TRAINED MEN 
Furnished FREE! 


Save time, trouble and money 
when you need men. Use the 
U.E.I. Free Placement Bureeu. 
No charge to you or prospective 
employee. It is our contribu- 
tion to the industry. 

We have U. E. I. trained men 
available in all parts of the 
country. For 10 years our grad- 
uates have made good as shop mechanics, and as 
installation and service men in leading organize 
tions. Next time you need a competent man, phone, 
write, or wire the U. E. I. Free Placement Bureau 


UTILITIES ENGINEERING INSTITUTE 
404N. Wells St. Established = 17 West 60thSt 
Chicago, Illinois 1927 New York, N.Y. 


In Air Conditioning 


More and more, with the growing demand for 2. 
air conditioning, dealers and engineers alike s 
are realizing the built-in quality of Curtis prod- 4. 
ucts which guarantees efficient, economical, 

carefree performance. There is a Curtis Con- 5. 
densing Unit for every air conditioning and 
refrigeration need. 


CURTIS 


REFRIGERATION 


AIR CONDITIONING 
6 awo COMMERCIAL 


CU 


YOU CAN ALWAYS — 
DEPEND ON 


RTIS 


@ Curtis engineering created the pat- 
ented ‘‘Centro-Ring” system of positive 

pressure oiling with no wearing parts. 

Curtis designing includes 

1. Timken Tapered Roller Main Bearings 

Water jacketed compressor heads and cylinders 

Drop forged heat-treated crank-shafts and rods 


Built-in oil separator with automatic return and 
automatic water valves 


. Precision manufacture throughout the entire unit 


86 Air Conditioning units in the complete 


1912 KIENLEN AVE. 


CURTIS REFRIGERATING MACH 


Division of Curtis Manufacturing Co. 


Curtis line from 1 ton to 30 tons. 


Represented in Canada by 
Canadian Curtis Refrigeration Co., Ltd. 
20 George St., Hamilton, Ontario 


INE CO. 
ST. LOUIS, MO. 


friger 
West 
count: 


HOU. 
Co. ha 
for Ser 
tors ir 
area, 
vice pr 
ously 
franchis 
side Ha 

Sales 
ucts wil 
Frank's 

Housto 

Water | 
ural Ga, 


TOLE! 
Co, Geni 
has mov 
to 217-9 
with thi 
firm is ¢ 
and in th 
4 a dist 


600 A 
York R 


NEW 
embers 
lon As; 
attended 1 
butors az 
chester © 

A lunel 
dinner-day 
Program, 
Arthur F. 
‘8sociatio) 


Welde 
| 


MIAMI, 
Appliance 
Auto Raq 
has been 
here, Aly 
the dealer! 


s 5 . . Pe...» a ee OE ee cae ee ee 
Ave ee a ae oe a Ra eer bw ee ae Leisissin —— ; ; jeer nang 
y a ing uid Se, ee rr S tl are . “oe e &% ; : 5 A oe Aa 3 * Ss gies « . Bs ea? % é ull de ¥ ? hs: eyes 
ed =a ; rare 5 = oar ae tN es 4 Cae Pawn fe area LDS ea gi ep i - st ped a rd x he: 
: + ae Ni x Ph ean wee sa, eo) fee ie sl gee aie i 1 ane ipa SOS ee erst: Sie: NA eae ben i r ; of aie 
ia Le pe Pe 6 ts 95 5st Sara Sapa oie ais ms eae <A 8 iy eo : PA ’ iA tae? PR Ly # at ope a! eh 4 pee Ree ‘ 
DOOR oe eat Siar eg eit Sd ee ate NEE ae oes a eee ioe ee cae Sep # SPI a a Cee = ae # oe | Leer \* 
M1 Breese jae au eS ae ra Y Pam ae a i: pe ee oc) Seen ve, on bee Ae a aa af Sry n- BP 2 2 = ge =f ee Ea an Se ee on tit’ > ee eS ke! ene eg . " ma * s aS See) ae ae : 
1“ EER a : le ; y ae : 3 a oe \ " : oe v ee - ns Seed ae s aa 2 Je bl a! aa \ Ps Sip * : 7 ees 
i hae , 
prone 
bla , : 
+ So Sele ae 
7 ey v —_— 
= Se ae a , fe Gor eec E ee ‘ [oe ae, a oe Ba bce ORC ene, ; = ita ed all ee. 
Meee SS, 2 eae gees. AP I Pe ees gee ee ee . = 8 2 ae a Mea, . eal pad 4 alii, OTe 3 sae a ee 
Se Sx oy “3 ete ae sila + Bes po . rR eng! Cte ra ae Poo ae rape: o ——— a a i os ‘ie _ © we i es FE: 4 ches a va cil eos 5S f a ee: ae ; 
Sok Vill By ats an ONE - , Is es, Ue ee Ee ee > See re aes 2. > | 6 
: Boke Pay - ila sy J — : 4 @ y) ” vos ee Bg ee : ae »¥ es Rise, a bie: | 
: J aaa an . So : +P ae nee ie -. ey ect F Sete Oe ae ze Ps at ee e: i = 
ae : ae Bi oc. ‘ ae es ? Pees ee: a} Pie Bs : ia aca I= ; — 
e ; tos ey fb Se ee” Ba +e -. a a ae: = ae ae a oe ny : enc ie ae . - ae _ | 
be " lee . $e a ! 43 Fee) ee oe + 8 gS! Mi oy Oe Getap e ? ; 
i; aif ss eh ee Bt eae ae 5 ae Bee a aN Le eo ann: i : mae } § ad oe 
° ay ieee ee “i a Re ie eg x ose % ee i’ “ha ¥ 4 4a : et a 5 
=. Pirate, .) eh E> bs ae. ee ee ps LS ee aa ye ls ae be 1m ‘ 
Me ee Ae i ey ; 7 ge Re 2s eee ‘a ee ‘ a 4 an j oS ees i Pe f i 
3 ee ee Sig eit = wag” 3 , ge oo a ee eS = a: Tet re { 
RTs are iii ae + ee ee Sia so es as A, eat : |, ee 4 > ae : a ee ae, 
; ee ere ae ie wad —_— Yate * eee G ME 2c 2 eres 4 ck eee ee a eS ; si BS : BI 
PISA sie, ay © Slr es. Te "a ey ps, Ae , : _ galt ae ds iad Te ee re te ae i” A J +e Bae oa - 
Se ee Se =| RS ae . an on nae. ; Gea a ae ee ies oo ee Beers gi >, ae. Tyle 
: distr 
‘ OO Oo eee s4. 
polit 
ee work 
ee Grur 
be t i ee pated 
eae 
Ss apr duce! 
ag he York 
Tengictels é Work 
iia’ assoc 
44 7 Prim 
ru erato 
nee . x Mr. 
aed 
: x Spec 
~ ale 
eae 
i Sy a ¢ 
Se S$ 
he ee 7 
* 
Bg ore 
tail <-<ieuatnntmninensheeneaete anaen eae eeatitsipasaisatniancamasaiiimmnan IND 
ee tribute 
ae ~ new le 
aes Ave., | 
ae: ~ en a for C1 
ae SERS * Sr cate 2 Ni A 
= anok «Sa ae apolis 
; ‘ “x 3323! rae . 
i Or ei The 
aia oo ee aged b 
ae ever ‘ am sit a distr 
* alba, ass ‘ aa in Indi 
me ¥* \ = : . = 
ssn gh ai j Ele 
: ; ee 
. GATES jo 
® Varese 2 
bene am ee 
bevresie 
ee mas ' a ey Figure 1 
pee: ice 
a 
re) 
ete 
Pe gs, ig! 4 Ee ae 
(eee 
bin Sey Rey : / 
ae CG 
gic i 
fam a SD — —————— Boga 
Soa (al Fe 
sig 
a | 
72 | 
os omens 1 6 f 
. ‘ ry = —- 
4 petal QU %, oT \ a oy Nor 
i A i} Ay " P a SS) * . q : ) 
‘tee aka ». BLG tg 
; ee ae ee SS Ps qs 
; eT —— ae. 
F | Png : wae ee a) hee 
a a ” ieee 
ie ECs oi aS ee eer 
; : ee bi Re CST. ee) 
Be. 5 = a hg OT 
i ee ae ae 
ap th " ” , £ fi a a f 
, oda 
io r, - 
ee 
By 
i 
Bak: Vv 
pts ‘ 
ae | . 
Ses 5s : : I 
re 3 
ee 
= + ie m 
om L ee 
so | 
Paste . ‘ Ft é 
ae 3 - " 
om . 
"an xy 
7 
7. é t aS i aa a5 _ 
” r : : ! , ' a: 45 j ~ : ‘ eer * ae Be. . ee a ; . Pusat oa te ESS. ek = 
MLS Ress Sgn OR, SPS eae eee ee ems ; oes : = : et oak = ail af a al 5 ag Oe ee ee ce NS eee Le my Ge a og see Se ee ee A ep 
“a* ' Pie, poeeie ye a ok ara Eee DN ote eae Fae Sarton eect ie ; : : *. . ae et are Fe nd re . a ee ee ete ox, < ee Fe Hi om _ Ee bes ae ue ee e 4 * lei een: re. 4 , a Ey ‘ ok ae rs ‘ te ay ~ y 
fa een La Ee eT aT Se ey 2 bony ee: <2 bee es ne ad : esr es i SE poor 5 7 ot , Oe eae ee - f phi aaah awe on eri crecaas 7 Spee oe a ote ae Soiree 2 Sato i ee Se ee aes = Shy s ig Re ei sed a tap 
‘ we oe es ao aa SE Ee Oe RMD ee ae ee ae ae ee i GI tn SOO” BS id pe hee fs ie are age Lee is id. 7 ate , aye § - te Saleh Poke pO ey ae gui ae, 34 re Oy oe ae “i in . = 
: 5 sais nim : eee F ihe eT BP ae a a a ah a van Fey EF POR Le ee Sg me as _ —— 7 —- Laer, 4 a ve : ca ie 2. ~~. oe ae, mee Ps as = as . : 


les about 
26% of 


‘ir terri- 
1,600,000, 
otal. 

ership of 
ity com- 
contrac- 
ers, and 
mbers of 


territor- 
neter per 


irvey in- 
ga, Kan- 
shington, 
Orleans, 
yuis, Chi- 
rk City, 


aging di- 
sociation 
president 

coming 
eumuller, 
the Elec- 
of New 


are: vice 
nager of 
Chicago; 
ecretary- 
& Radio 
yy. 8.5 
iness de- 
National 
sociation, 


WHOS 
(NEXT: 


anics, and a 
ling organiza 
_ man, phone, 
ment Bureau 


N STITUTE 
West 60th St 
ew York, N.Y. 
——_—_—_——_—— 


_—_ 


AIR CONDITIONING AND REFRIGERATION NEWS, OCTOBER 13, 1937 


DISTRIBUTOR-DEALER DOINGS 


Wildermuth Adds Two 
Special Promotion Men 


BRCOKLYN—Ed Davis and Ed 
tyler ave been added to the sales 
staff c' E. A. Wildermuth, Kelvinator 
jistribitor in the New York metro- 

Jitan area, to do special promotion 
wrk on Kelvinator ranges and 
gruno” refrigerators. 

Mr. Davis, who will specialize on 
ranges, formerly was with the Pro- 
jucers Merchandising Corp., New 
york City, and the Crown Stove 
works, Chicago. He also has been 
associated with Hurley Machine Co., 
prima Mfg. Co., and Jewett Refrig- 
erator CO. 

Mr. Tyler’s work on Grunow re- 
frigerators will be concentrated in 
Westchester, Rockland, and Orange 
counties. 


Specialty Distributors to Sell 
Crosleys in Indianapolis Area 


INDIANAPOLIS — Specialty Dis- 

tributors, recently moved to their 
new location at 937-45 Fort Wayne 
Ave, has been appointed distributor 
for Crosley products in the Indian- 
apolis territory. 

The company is owned and man- 
aged by Paul D. Cave, who has been 
a distributor of electrical appliances 
in Indianapolis for several years. 


Sraus-Frank Distributes 
Electrolux in Houston 


HOUSTON, Tex. — Straus-Frank 
Co. has been appointed distributor 
for Servel Electrolux gas refrigera- 
trs in the Houston metropolitan 
area, according to Robert Straus, 
vice president. The company previ- 
wly had held the Electrolux 
franchise only for the territory out- 
side Harris county. | 

Sales and service of Servel prod- 
ucts will be handled through Straus- 

Frak’s retail dealers, which include 

Houston Gas & Fuel Co., Pittsburgh 

Water Heater Co., and Houston Nat- 
ural Gas Co. 


Bogart Ends Retail Sales 
For G-E in Toledo 


TOLEDO — The H. R. Bogart 
(o, General Electric distributor here, 
has moved its offices and warehouse 
0 217-219 Cherry St. Concurrent 
with this change of location, the 
fm is closing out its retail business, 
and in the future will operate strictly 
a a distributorship. 


600 Attend Outing of New 


York Refrigeration Association 


NEW YORK CITY—Six hundred 
members of the Electric Refrigera- 
on Association of New York 
attended the annual outing for distri- 
tutors and salesmen at the West- 
thester Country Club recently. 

A luncheon, golf tournament, and 
dinner-dance were on _ the outing 
ptogram, which was directed by 
Arthur F. Callahan, manager of the 
‘sociation. 


Welder Radio Made Leonard 


Dealer in Miami 


MIAMI, Fla. __Welder Radio and 
Appliance Co., formerly known as 
Auto Radio Sales and Service Co., 
been appointed Leonard dealer 
tre, Alvin Welder is president of 


3 Fairbanks-Morse Dealers 
Appointed in Ohio 


DAYTON—Three new Ohio Fair- 
banks-Morse dealers have been ap- 
pointed by Appliances, Inc., F-M dis- 
tributor here, reports Clyde Graham, 
manager. 

Dealers are: Snyder & Son, Oxford; 
Cummings & Creswell, Cedarville; 
and H. H. Thorne Co., Wilmington. 

Everett Hoke, Brookville, Ohio, 
Fairbanks-Morse dealer, has moved 
to larger quarters, where he will 
carry a more complete line of models. 
He will use a trailer on rural sales to 
take the models direct to prospects’ 
homes. 


Rackliffe Opens Showroom 
In Springfield, Mass. 


SPRINGFIELD, Mass. — Rackliffe 
Bros. Co., Inc., Kelvinator distributor 
with headquarters at New Britain, 
Conn., has opened new offices and 
sales rooms in the Hartford Despatch 
& Warehouse building at 214 Birnie 
Ave. here, reports M. L. Hagle, vice 
president in charge of sales. 

A complete display of Kelvinator 
products, including refrigerators, 
washers, ironers, and gas and electric 
ranges, will be maintained at the 
new location. In charge will be 
Martin T. Hillery, territorial man- 
ager of Rackliffe’s western Massa- 
chusetts district. 


Northampton Bureau Stages 
Cooperative Campaign 


NORTHAMPTON, Mass. — The 
Northampton Electric Refrigeration 
Bureau has started a cooperative 
advertising campaign. Members and 
refrigerators advertised are: Ward 
Miller (Westinghouse); Frank E. 
Deeley (General Electric); Sears, 
Roebuck & Co. (Coldspot); McCal- 
lum’s Department store (Frigidaire) ; 
Parson’s Electric Shop (Hotpoint) ; 
Fred A. Adams (Norge). 


Glaubman Joins Advertising 
Staff of Bruno-New York 


NEW YORK CITY—Morey J. 
Glaubman, formerly of the advertis- 
ing departments of the New York 
Times and New York American, has 
been named assistant advertising 
manager of Bruno-New York, Inc., 
Fairbanks-Morse distributor. 

Mr. Glaubman will prepare all 
window displays and dealer promo- 
tions, and will assist Gerald O. 
Kaye, advertising manager, in pre- 
paring dealer copy and layouts. 


UTICA, N. Y. 


iTEMPRITE! 


INSTANTANEOUS. 


BEER and WATER COOLERS 


Deiroit 


the dealersh ip. 
‘ee 


Michigan 


Bie. WOU The Destrituter. Who Sells the 


IS BUILDING GOOD-WILL FOR 


It is just good business foresight to sell your customers a quality- 
built Copeland product. Whether you sell a Copeland House- 
hold Refrigerator, Commercial Refrigerztion, Washer or lroner, 
you are wisely building up a backlog of long-time customer 
satisfaction that will pay you dividends in continued patronage 
for many years. 


CCPELAND REFRIGERATION CORPORATION 


YEARS TO COME! 


Write for Sales Plan 


Columbia Norge Dealer 
Opens New Quarters 


COLUMBIA, S. C.—The Columbia 


Refrigeration Co., Norge dealer, has 


moved to new and larger quarters at 
1732 Main St. here. The firm now 
sells a complete line of Norge domes- 


tic and commercial electrical appli- 
ances. 


F. R. Pardee, manager of the com- 


pany, reports that it will also sell 
radios and small appliances at the 
new location. The firm services all 
makes of electric refrigerators. 


Lasner Directs Promotion 
For Anchor Lite 


PITTSBURGH —S. I. Lasner has 


been appointed special promotion 
man for Anchor Lite Appliance Co., 
distributor of Crosley products and 
other major household appliances in 
western Pennsylvania, according to 
an announcement by Harold W. Gold- 
stein, general manager of the distri- 
butorship. 


Fort Wayne Dealers Plan 
First Appliance Show 


FORT WAYNE, Ind.—The newly 


organized Electrical Appliance Deal- 
ers’ Association of Fort Wayne has 
completed plans for its first annual 
showing of electric household appli- 
ances, to be held some time during 
October. Ralph Wegner is president 
of the association, of which 26 appli- 
ance dealers are members. 


Prest-O- Lite A-6107 Torch 
(Illustrated), price . . . $2.50 


PREST-O-LITE TORCHES 


Provide a high-temperature flame instantly 


Prest-O-Lite* Torches meet the 
heat requirements for any soldering, The Linde Air Products Company 
heating or light brazing work. Unit of Union Carbide and Carbon Corporation 
These modern torches, using economi- laa 
cal Prest-O-Lite Gas, can produce 
instantly a flame temperature as high 
as 2,800 deg. F. Yet the flame and the 
temperature can be exactly controlled. 

Ask your jobber to show you how 
Prest-O-Lite Torches and Prest-O- 
Lite Gas will help you complete jobs 


rapidly and profitably. 
*Trade-Mark 


New York and Principal Cities 
In Canada: 
Dominion Oxygen Company, Limited, Toronto 


Holden Ave. at Lincoln — Detroit 
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TESTS 


ea 


finally released for shipment it passes a rigid phys- 
ical examination. This inspection program for the 
No. 673, and all Detroit Valves, includes 14 sepa- 
rate tests. These tests safeguard the functioning 


of each major element, sub-assembly and final 


assembly. 


Six of these tests involve the power element. Three 
are concerned with the body, three the bellows, 
two the needle and seat, one the connections, and 
four determine the fitness of the complete assembly. 
Allowable error in each case is held within such 


narrow limits that satisfactory performance is defi- 


nitely assured. 


When you install Detroit Thermostatic Expansion 
Valves you are giving your customer the best instal- 


lation possible and also you are avoiding trouble 


and excessive servicing. 


Before any Detroit Thermostatic Expansion Valve is 


Take Advantage of Your Jobber’s Cooperation 


VISIT OUR BOOTHS 34 AND 45 
AT CHICAGO 


DETROIT LUBRICATOR COMPANY 


DETROIT, MICHIGAN, JU. S. A. 


e 5900 TRUMBULL baths 


NEW YORK, N. Y.—40 WEST 40th ST. © CHICAGO, ILC—816 $. Michigan Ave. 


DIVISION’ OF AMERICAN RADIATOR & STANDARD SANITAI TARY - CORPO PORATION 


Canedian “Representotive-RAILWAT AND ENGINEERING SPECIALTIES, UUMITED! Mvatroot -tdeente . Winnipeg 
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oF, Grey 


SELLING AIR CONDITIONING | 


Detroit Dealer Says Successful Operation 


Depends on Sales, Engineering, 


Service and Profit 


pending on the size of the particular 
installation. 

One of the principal problems for 
the air-conditioning dealer (as it is 
with any retailer) is to determine 
the amount of mark-up he is going 
to add to the cost of a job in arriving 
at the price he will quote the pros- 
pect, and what items of operating 
expense are to be covered in that 
markup. 

“We have a sliding scale of mark- 
ups for jobs, ranging from 40% 
downward, depending usually upon 
the size of the job,’ stated Mr. 
Keller. 

“This mark-up covers the sales- 


How a Heating Firm Organized for Air Conditioning 

Can an established heating contractor make a success of Selling 
year-around air conditioning with the same organization that he haq 
when he was in the heating business only? 


Perhaps some heating contractors have been able to do this, but 
Mechanical Heat & Cold, Inc. of Detroit found that a separate depart. 
ment was necessary in order to achieve a profitable volume of business 
in air conditioning. How the department operates is told in this, the 
fifth of a series of interviews dealing with management of air-ccndi. 


tioning dealerships. 


ee 


, taal , d mounting labor  osts , 
- F ’ : man’s commission, sales promotion Keller’s salesmen have no set / expense an ad 
DETROIT—In any business where equipment is being sold | expense, general overhead, and our | formula for uncovering prospects. As | on installations. pe 
to the public, believes J. H. Keller, head of the Westinghouse On a Mr. — continued. ee ae a --: not ee pagent —oxpemte an 
fe vt er . “In figuring the price to the buyer on jobs we iose tha much mé 
air-conditioning department for Mechanical Heat & Cold, Inc., | .. aaa two other items in addition | Made by users. The men watch news | at the expense on jobs that novody ee 
there are three main factors essential to success. to the mark-up—namely, the actual | Of new construction closely, and con- | gets,” Mr. Keller explained. “It just Eri 
1. A sales organization that can sell enough equipment to | engineering cost on the job, and a | tract commercial establishments yon seems like a terrific waste of money, Inc 
ouniek tna tee taninenn wel service reserve. appear to be likely prospects. But | pyt you can’t do a slipshod j.b or upe 
Watrens Hees anes Say- Mins ake “We add the engineering cost be- | there is no regular outside canvass- | make a slipshod estimate, for the pat 
2. A group of satisfied customers that will insure the possibility | cause it is one of our biggest items | ing, such as is practiced by sales- | prospect may be a live one ani call “i 
of future sales. (This made possible by proper engineering, installa- | of expense, and we've got to try | men for electric refrigerators. for a quick estimate on the cost fro 
tion, and service.) « - - - to get it back wherever possible. What does the air-conditioning de- | to him. lish 
© A oult teem the ibie thet First thing the new manager did | It’s an expense that you can’t get | partment do during the so-called “off “Ig that happens and you heven't T 
gree was to establish a separate “air- | back on many jobs you have to | season”—in the fall and early win- | gone a thorough job of surv<yin pla: 
are made. conditioning department” within the | figure, so we make sure that we | ter? According to Mr. Keller, there | the requirements both from an ou reft 
These essentials, says Mr. Keller, | company, and to see that it func- | get back the cost on jobs that do | really isn’t much of an off-season, | neering and cost standpoint you're wee 
are just as important to an air- a5 ae ok ie ne come our way. ge — gtr soongy 4 liable to find yourself doing the hire 
Sh : air conditioning seem pre we i i 
conditioning dealership as to any | jew personnel whose entire time SERVICE RESERVE CHARGE ar eig! pony " | installation at a loss because you and 
: ‘ Pp educated to the idea of buying year run into some problems which didn't of | 
other kind of establishment, but the | would be devoted to the air-condi- “The service reserve is made neces- | around and comfort cooling equip- | show up in your survey.” ere 
air-conditioning business presents | tioning department. sary by the length of the free serv- | ment in the fall or winter and pealvetled y. . : : 
some special difficulties in that it is Three men comprise Mr. Keller’s | ice period that has been forced upon | having it installed so that it will Until somebody comes forth with rr 
new, and thus a pioneering sales | sales force. One is a man who had | us by competition. We have to give | be operating when the need arises a good plan to cut engineering ex- : 
factor is involved; and because it | sold heating equipment for the firm, | a year’s free service on the installa- | in the spring. pense, Mr. Keller thinks the best on 
involves a number of added costs of | another is a former salesman of | tion, and that costs money. So we At the beginning of each year Mr. | Stunt oe ey Sh ee OMe es wo 
even when sales are made. who has “good connections” locally. | like the extra charge that is made | promotion and advertising, setting it | ™® SOT GE SAEORES ee Seen Se 4 
When Mr. Keller took over the | These men are primarily sales- | for the warranty on an electric re- | up on the basis of 2%4% of the | Ses: Rg 
direction of the Detroit firm’s air- | men, not air-conditioning ‘experts,’” | frigerator. anticipated yearly gross’ dollar CHARGE ON B = 
rig u SUBLET JOBS utilit 
conditioning department about three | qeclared -Mr.- Keller. “We haven't | “The charge ranges from 2 to 4% | volume of sales. Mr. Keller then 
years ago he was faced with the fact | tried to make engineers out of them, | Of the cost of the equipment, not | spends this advertising budget as he cae eee Mee & One = 
that the business at that time wasn’t | because it might tend to spoil them | the cost of the entire installation, | sees fit throughout the balance of | MC: has its own installation depart J count 
ment, which does the refrigeration, deal. 


fulfilling any of the essentials named 
above. 

Mechanical Heat & Cold, Inc. was, 
and still is, a leading dealer in heat- 
ing equipment (it derives its name 
from the fact that several years ago 


as salesmen, and because the engi- 

neering work can be better done 

by a regularly trained engineer. 
SALESMAN’S TRAINING, PAY 
“We try to teach them as much as 


depending upon the size of the job.” 

While Mr. Keller believes that the 
period of a year is too long a free 
service period (90 days would be 
more logical, he thinks) he also 
believes that too much emphasis can- 


the year. 

To promote the sale of room cool- 
ers and unit air conditioners Mr. 
Keller has been advertising in one 
local newspaper, professional maga- 
zines (such as the Detroit Legal 


plumbing and electrical wiring on 
the jobs, the only part of work which 
it sublets is the fabrication and in- 
stallation of ductwork. 


“In the case of very large installa- 
tions, as in theaters, the ductwork 


the firm started to sell electric refrig- | possible about the fundamentals of | not be placed upon satisfactory serv- | jy and in the Detroit Saturda GR! 
erators). When it took on the West- | air conditioning by means of morn- | ice. That is why Mechanical Heat & ane.’ a weekly publication pero | may run nearly as high in cost as ing e3 
inghouse air-conditioning line, the | ing meetings and by having them | Cold, Inc. has a separate, 24-hours- | circulates among the city’s wealthier the rest of the installation, and in baseb: 
management tried to do the job with | read as much as possible on the | of-the-day service department. citizenry such cases the sheet metal contrac: B proac 
its existing personnel, and put an | subject. But if they run into any “Most of our sales since the first ; tor may submit his bid separately, § Rufus 
engineer in charge of the air-condi- | technical discussions or problems in | year in business have resulted from WILL USE CHURCH PAPERS although in the same contract with Bf increa 
tioning part of the business. a selling job, they seek the assistance | the recommendations made to pros- “Next year, though, I’m going into that of some air-conditioning dealer,” HM [eona 
But that set-up didn’t produce | Of one of our engineering staff.” pects by satisfied users,” says Mr. | the church papers and the lodge Mr. Keller explained. Spo. 
business, so Mr. Keller was promoted Salesmen are paid a straight com- Keller, so we do everything POS- | publications,” asserted Mr. Keller. “However, where we bid the entire come 
and given more or less free rein to | mission, and have a drawing account | Sible to keep them satisfied, and | «7 believe that they will provide the | job and sublet the sheet metal work, to hes 
produce a suitable volume of busi- | against which the commissions apply. | 8004 Service is the first principle in | pest means of reaching prospects | We usually add a service charge to buy s 
ness in the air-conditioning line. Commissions range up to 10%, de- ar Fn ot am. for home air conditioning, until the | the sub-contractors estimate. This Leona 
P naga } vag calls are the result | potential market becomes large | COVers carrying charges and our Moo 
fo) poo gs ? or aso that don’t | enough to justify the use of extensive | Suarantee on the installation, and the N 
sot gar . — Ba pica hr newspaper advertising.” the prorated eet a > a - in the 
anes the system to ssaiaie ree Mr. Keller prepares the copy for the Job.” ee mere 
properly or to stop completely. And such advertising programs himself, 5 Sociati 
P prere'y. Ane’ | taking advantage, of course, of all Mr. Keller says that the problem Rufu 
’ ’ . . 
the user can get very annoyed if of financing air-conditioning sales smalles 
he has to wait d til th the factory helps and services that } alles 
around unti e : hasn’t been particularly pressing as tion 
dealer he bought the system from Ws Ss See She pengeem. t of th les h been oo 
uaapeiien aeemedl $0 tnd Mechanical Heat & Cold, Inc., has | yet, as most of the sales have during 
“eo a Serviceman | conducted quite extensive direct- | made to commercial establishments Hj in the 
who can fix it. That’s why we have a 
2 i i i itioni that have the cash to pay for the held a 
our own 24-hour service.” mail campaigns on air conditioning ; 
in the form of a series of postcards | job when it’s done. players 
to business and professional men, Usual procedure is to ask 50% pitcher 
and a 3-piece factory-produced di- | on delivery of equipment, says Mr. 
rect-mail campaign directed at com- | Keller. This leaves the dealer in 4 Jac ° 
mercial establishments. safe position, since the equipment is 
To Mr. Keller’s mind, two of the | not installed, but has only been de- $ 
: : e 
Fn oer abate biggest problems to the air-condi- | livered to the premises before 4 
__ er nail 4 4 tioning dealer are high engineering | substantial payment is made. GLOV 
: a - ; jewelry 
as we Sis —_— \ the sam 
: ; Ce Ne els ms. m : 80 far tl 
ee NS ee Leonard 
Sel he P nig 
elect the Froper owning | 
easy to « 
a tefrige 
All of 
Salesroor 
° Outside s 
Dependable, ical and efficient tion of ir-conditioning in- s 
Usiuslen depends iecgely upon the reabiitty and pestermanceef the chee Select from the complete line of M&E Compressor models A peo 
tric motors that drive the equipment. Consequently, manufacturers and exact units to meet specific air-conditioning requirements... summer 
contractors who recognize the value of dependable and sturdy motors for modern efficient compressors in which advanced engineering, Ww 
their air-conditioning installations specify Wagner motors to solve their bd : \ as a t 
drive problems. They know that the selection of the correct Wagner exclusive features of construction, carefully selected materials dealershi 
‘ motors helps their equipment to give better, more dependable, more eco- and the finest of workmanship contribute to economy an ard mode 
oa "4 , e . . . . . . and 
eh. Wagner builds all types of motors generally applied on air-conditioning dependability m Wiis te and genuinely low rvs on end a. 
, sf machinery, making it possible for you to choose motors exactly suited for maintenance costs. rite for complete catalog. of tl 
a your installations. Wagner motors are available with proper mechanical € The th 


and electrical characteristics to fit the varying requirements of com- 
pressors, pumps, air-movement devices, and all types of ventilating 
equipment. 

The above picture illustrates a typical air-conditioning application using 
Wagner motors. A Wagner 7!4-hp type RP polyphase squirrel-cage motor 
is belt-connected to the air-conditioner in the basement of a large depart- 
ment store in Texas. 

On your next air-conditioning design or installation problem — consult 
Wagner. Wagner's experience will be helpful to you. Send for descrip- 

tive literature today. 


M&E Compressor Unit No. A— 1125 W F 
2 h.p. 2 cylinder compressor w't 
water-cooled heads and continuous 
fin type counter-flow condenser... 
a highly dependable unit for small air 
conditioning jobs. 


f 
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Complete line of 
Freon Compressors 
Ve to 20 h.p. 


ML. 437-1M 


” ICA mor 


RUBBER MOUNTED — 


ME] 


EST.1B66 


MERCHANT & EVANS CO., Puita., Pa. 
Sees Plant at Lancaster, Pa. : = 


gner Motors 


CATALOGUES ON REQUEST 


WasgnerElectric Grporation 


6400 Plymouth Avenue, Saint Louis,US.A. 


McCORD RADIATOR & MFG. CO. 


DETROIT, MICHIGAN rv, | 
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PROFITABLE SELLING 


—- 


Electrolux Exhibit in 
Xresge Window 
Beats Rival 


R!“HMOND, Ind.—Faced by the 
adve t of an across-the-street com- 
petiter for his store’s luncheonette 
and soda fountain, Leroy Zimmer- 
man, manager of the local Kresge 
store went into conference with 
Eric Ihlstrom, sales manager of 
India:a Gas Utilities Co., to decide 
upon a way to attract increased 
patro: age to the Kresge luncheon 
counter and to draw attention away 
from the opening of the rival estab- 
lishment. 

To turn this trick, a window dis- 
play reaturing a Servel Electrolux 
refrigerator and a modern gas range 
was installed. A demonstrator was 
hired to prepare foods on the range 
and in the refrigerator, in full view 
of passers-by. All of the foods pre- 
pared in the display were available 
at the store’s lunch counter. 

All Kresge clerks were told to 
refer any inquiries about the appli- 
ances used in the display to the 
sales department of the gas com- 
pany. 

The display worked to the mutual 
advantage of the store and the 
utility, for not only did it draw 
overflow crowds to the luncheon 
counter, but it also created a great 
deal of interest in refrigeration. 


Ex-Baseball Stars Recall 
Past to Make Sales 


GREENSBORO, N. C.—Recount- 
ing experiences in their major league 
baseball days puts a punch in the ap- 
proach which Moore (Bill) Rabb and 
Rufus (Shirt) Smith are using to 
increase their “batting averages” on 
Leonard refrigerator sales here. 

Sport fans and local residents 
come to the Rabb-Smith Co. store 

to hear about the “old days,” and to 
buy sporting goods of all kinds, and 
Leonard refrigerators. 

Moore Rabb played for a time with 
the New York Yankees, and also 
in the Three-I, International League, 
American Association, Southern As- 
sociation, and Texas League. 

Rufus Smith was known as the 
smallest man to hold a steady posi- 
tion on a major league pitching force 
during his professional career. While 
in the major leagues with Rabb, he 
held a record for catching more 
Players off first base than any other 
pitcher during his time. 


Jacobson Bros., Jewelers, 


Sell 100 Units This Year 


GLOVERSVILLE, N. Y.— Selling 
twelry and electrical appliances to 
the same clientele has as testimonial 
to its success 100 refrigerator sales 
80 far this year at Jacobson Brothers, 
Leonard dealer here. 

Louis and David Jacobson, brothers 
owning the store, find that it is often 
easy to complete sales of jewelry and 
4 refrigerator at the same time. 

All of their selling is done on the 
Salesroom floor, as they employ no 
outside salesmen. 

A promotion which helped boost 
‘immer sales for Jacobson Brothers 
Was a theater tie-in in which the 
dealership placed a display of Leon- 
ard models in the local theater lobby, 
and gave - way a refrigerator at the 
‘nd of the display period. 

: The thea! or cooperated by passing 

Ut 5,000 | indbills which advertised 


leonard a’ | told about the free re- 
frigerator. 


Cash & Appliances Go 
To Norge Users 
For Prospects 


DETROIT — Successful use of 
Several variations of the “use the 
user” method of selling has been 
reported to Norge division of Borg- 
Warner Corp.’s headquarters here by 
dealers and salesmen from various 
sections of the country. 

A well-organized “espionage” sys- 
tem covering the offices, shops, and 
mines in his territory has netted 
many sales for Frank Mackender, 
of Naylor Norge, Scranton, Pa. These 
lookouts, most of whom are Norge 
users, report names of any prospects 
to Mackender by postcard, for which 
they receive from $2.50 to $5 each. 


FURNISH THREE NAMES 


Wm. J. Gillespie, Norge dealer in 
Ennis and Coolidge, Tex., asks every 
user to furnish the names of three 
prospects for any Norge appliances. 
When, and if, these three prospects 
are sold, the user submitting them 
receives a Norge electric cooker. 


Norge users in the territory of 
F. W. Newman, Norge dealer in 
Albany, N. Y., are given five pros- 
pect cards, says R. S. Hamm, sales- 
man for the company, and are asked 
to fill these cards out and send them 
in as they discover new prospects 
for Norge appliances. For each pros- 
pect sold, users are paid $5. 


42 SALES TO PROSPECTS 


“In 1936,” reports Mr. Hamm, “I 
received 200 of these cards from 
my’ users. Forty-two of these pros- 
pects bought appliances from me.” 


Norge banks are used by South- 
west Appliance Co., Walter, Okla., 
to stimulate the user’s interest in 
prospect hunting, according to B. P. 
Gardner, manager. One of _ these 
banks is presented to each user, and 
every time that a user assists in 
discovering and closing a prospect, 
the company contributes $2.50 to 
that user’s bank fund. 


F-M Dealer’s Ball Team 
Trained in Sales Talk 


PORTSMOUTH, Ohio—Sport fans 
mystified by the name ‘‘Conservador” 
on the shirts of the softball team 
playing for Hibbs Hardware Co., 
local Fairbanks-Morse distributor, 
soon discover its meaning, if they 
ask any of the players. 


Each player on the Hibbs team 
has been drilled in the features of 
the Fairbanks-Morse refrigerator as 
well as in the fine points of baseball, 
and each one is primed to swing into 
a sales talk when approached. 


Anaconda Copper 


Refrigeration Tubes 


/ 


THE AMERICAN BRASS CO. 
FRENCH SMALL TOBE BRANCH 
General Offi es: Waterbury, Conn. 


PERFECTION 


Ask for catalog covering complete line 
of Condensing Water Regulators, Com- 


REFRIGERATION PARTS Co. 


Condensing Water 
Regulators 


are Certified to Excel 


pressor Parts, Valves and Fittings 
PERFECTION 


HARVEY, ILLINOIS 


Planned Kitchen Is 
Jeweler’s Display 


LIMA, Ohio — Confronted with 
the problem of harmonizing the dis- 
play of jewelry and electric refrig- 
erators in the same store, Hughes & 
Son, local Leonard dealer, has in- 
stalled a separate Leonard show- 
room in its store to attract sales 
from the jewelry counter. The show- 
room is a planned kitchen with a 
Leonard -electric refrigerator as the 
center of attraction. 


An outside sales force for Hughes 
& Son is headed by Robert William, 
and Miss Stewart. Both home econ- 
omist and saleslady, Miss Stewart 
is promoting food demonstrations in 
connection with a Lima grocery store 
and has been successful in tying 
in these demonstrations with the 
sales at Hughes & Son. 

Electric Range and Equipment Co., 
Leonard distributor in Toledo, has 
cooperated by sending a sound-equip- 
ped truck to play records and make 
announcements during the food show. 


‘Use the User, But Don't Pay 
Bonus’, Texas Dealer Says 


FORT WORTH, Tex.—‘‘Use the 
user, but don’t pay him a bonus” is 
the mainstay of the general sales 
policy observed in the organization 
of T. C. Jones, local dealer. 

Every member of his sales staff is 
urged to cultivate customers until he 
can call each by his first name. 

“But we don’t pay bonuses—if the 
salesman uses the right approach the 
customer can be made to work for 
him without a bonus,” he stated. 
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Texaco Capella Oils are made in 6 grades to meet 


every condition of operation. 


No matter what type of refrigerant is used, Capella 
Oils will not react with it to form tarry or gummy 
deposits. They will maintain their chemical stability. 


ey refrigerating units, regardless of make or size, 
will run longer, require less attention . .. when you 
lubricate them with Texaco Capella Oils. 


Texaco Capella Oils flow freely at sub-zero tempera- 
tures because of an extremely low pour-point. They are 
moisture-free, have longer life, greater stability . . . they 
do not sludge or react with refrigerants. 

Should the oil you are using contain moisture, congeal 
in the system, react with refrigerants, you can avoid these 
troubles by changing to Texaco Capella. 

Trained lubrication engineers are available for consul- 
tation on the selection and application of Texaco Refrig- 
eration Lubricants. Prompt deliveries assured through 
2070 warehouse plants throughout the United States. 
Order Texaco Capella Oil today. 


The Texas Company, 135 East 42nd St., New York City. 


§®) TEXACO 


READY! 56-page book- 
let of helpful sugges- 
tions regarding lubri- 
cation of refrigerating 
machinery. Write for 
a copy, free to all. 


You can get all six grades of 
Capella Oils in sealed 55-gallon 
drums, in 5-gallon and 1-gallon 
cans, each with resealable stop- 
pers to keep moisture out. 


CAPELLA OILS 
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MAJOR APPLIANCES 


Case Histories Used to Overcome ‘Can’t 
Afford’ Objections of Range and Water 


Heater Prospects by Philadelphia Utility 


PHILADELPHIA—To meet the 
“can’t afford’? objections of electric 


range and water heater prospects, 


the Philadelphia Electric Co. has 
been successfully using a visual proof 
book containing “case histories” of 


42 local families who own either or 
both of the appliances. 

Each page of the booklet, which 
is titled “30,000 Philadelphians Can’t 
Be Wrong,” presents a complete sales 
story built around a single user. It 
contains a picture of the exterior of 
the house, another of the housewife 
in her kitchen using the appliance, 
and a photograph highlighting the 
appliance. 

Directly beneath the pictures are 
tabulated the number of persons in 
the family, the number of rooms in 
the home, and the number of appli- 
ances in use. Following this is a 
replica of the family’s electric light 
bill for the preceding year. 

Final paragraph on each page con- 
tains the housewife’s comment on 
her electric range or water heater. 

The booklets were published for 
less than a dime a copy, and im- 
mediately inquiries for further infor- 


AUTOMATIC HEATING 
aiR( CONDITIONING 


i 


S/N AUTOMATIC 
STOKER 
for Bituminous Coal 
with 
Automatic Air Control 


A precision-built stoker with fully auto- 
matic air control. The S/N _ Stoker 
embodies many other refinements such as 
multiple-speed automatic coal feed, self- 
leveling coal bed, simplified hold-fire 
controls and room thermostat. The S/N 
stoker is made in a range of capacities 
from 30 to 500 pounds of coal per hour. 


@ 

S/N Dealers 
Prosper because 
1 There’s an S/N 

product for every iY 

month in the year. 
2“S/N” means Room Coolers 
highest quality — and Central 
at competitive Cooling 
prices. 
The industry rec- 
ognizes S/N as 
pioneers and au- 
thorities in the 
field. 
A complete line 
of easy-to-sell ac- 
cessories “opens 
up leads” for 
Major equipment. 


Oil Burners 
(8 sizes) 


we 


os 


Boilers, Cast ae Air Condi 
ir Condi- 
a aoe Your mey tioners (Oil, 
Stoker) + Bg | this Gas, Stoker) 
popular line. Write 
today for literature 
and interesting dealer 
proposition, 
Water Heaters Stokers (for soft Water 
(Oil, Gas, or hard coal) Softeners 
Stoker) (9 sizes) (All sizes) 


SCOTT-NEWCOMB, INC. 
1932 Pine St. St. Louis, Mo. 


mation—and sales—on these two 
appliances increased, according to 
company officials. Copies of the 
booklet are still being distributed to 
the utility’s customers by salesmen 
and home service workers. 

Idea for this campaign was first 
tried out on the utility’s employes 
when Clara A. Zillessen, advertising 
manager, decided that employes 
should be informed on the low cost 
of cookery and water heating. 

She prepared a booklet titled ‘‘Cob- 
blers’ Children May Not Be Well 
Shod . . . But—,” which proved a 
sensational closer on employe sales, 
and cost the company approximately 
10 cents a copy. 


16 Distributors Named 
For Standard Ranges 


TOLEDO — Appointment of the 
following 16 distributors has been 
announced by Standard Electric 
Stove Co., range manufacturer: 

Ridge Co., South Bend, Ind.; E. S. 
Cowie Electric Co., Kansas City, Mo.; 
Ridge Motor & Machine Co., Dubuque, 
Iowa; E. Garnich & Sons Hardware 
Co., Ashland, Wis.; Delta Hardware 
& Supply Co., Escanaba, Mich.; 
Crannell, Nugent & Kranzer, Inc., 
New York City; Old Colony Stove 
Co., Boston; E. J. Gustafson Co., 
Sioux Falls, S. D., and Slayton, Minn. 

Roycraft Co., Minneapolis; R. C. 
Bohannan, Inc., Columbus, Ohio; 
Carolina Hardware Co., Raleigh, 
N. C.; Capital Paper Co., Indian- 
apolis; R. M. Kaough Co., Fort 
Wayne, Ind.; M. D. Larkin Co., 
Dayton; Kansas Electric Supply Co., 
Topeka, Kans.; R. H. Kyle Co., 
Charleston, W. Va. 


Toridheet Names Distributors 


CLEVELAND—tThree distributors 
have been appointed by Cleveland 
Steel Products Corp. to handle its 
Toridheet line of oil-fired equipment. 
They are: R. J. Letcher & Son, Inc., 
Asbury Park, N. J.; W. T. Cook & 
Co., Dayton; Kirby Co., Peru, Ind. 


Range for Xmas Trade 
Introduced by G-E 


CLEVELAND — A _ new range, 
introduced especially for the Christ- 
mas selling season, has been an- 
nounced by General Electric Co. 


This range, the Apollo, model 
G-30, is being offered to distributors 
and dealers in a complete single 
package containing promotional ma- 
terial, a new recipe book, and a 
gift box which can be hung on the 
Christmas tree to announce the gift 
of the range. 

Slogan of the merchandising pro- 
gram for the new range is “Make 
Mother merry this Christmas.” G-E 
will advertise the new range in na- 
tional magazines and through its 
“Hour of Charm” radio program. 


The Apollo is of flush-back con- 
struction with an offset in the base 
to clear the kitchen baseboard and 
allow the back of the range to fit 
flush against the wall. The oven 
has sliding shelves which may be 
arranged in any of 12 possible posi- 
tions, and a direct-action tempera- 
ture control. 

The new range is equipped with 
the ribbon-type high-speed Calrod 
surface units, no-stain vent, oven in- 
dicator light and moisture control, 
storage space, and a special rack 
for condiment jars and recipe box. 


East Florida Distributor for 
Sparton Radios Chosen 


MIAMI, Fla.—Briggs Beautyware 
Plumbing Supply Co. has been ap- 
pointed distributor for Sparton radios 
in the Florida east coast region from 
Melbourne to Key West. C. V. Hoef- 
lich is district sales manager for the 
firm’s radio sales division. 

Capt. William Sparks, president of 
the Sparks-Withington Co., Jackson, 
Mich., was chief speaker at a dealer 
meeting which the new distributor 
held at the McAllister hotel here 
recently. Arthur T. Haugh, Sparton 
general sales manager, also was 
present. 


Walther Bros. to Distribute 
Bendix Laundry Line 


NEW ORLEANS—wWalther Bros., 
Inc., has been appointed distributor 
in this territory for the Bendix 
home laundry, manufactured by Ben- 
dix Home Appliances, Inc. Walter 
C. Murphy, former manager of 
Frigidaire sales at Werlein’s, has 
been named sales manager of the 
equipment. 


Cleveland, Ohio NewYork City,N.Y. 


THE WORLD'S MOST COMPLETE 


LINE OF SOLENOID VALVES 


Builders & Plumbers Offered 25% Discoun; 


In Sales Drive on Dishwashers & Disposal; 


SAN DIEGO, Calif.—Enlisting the 
aid of builders and plumbers by offer- 
‘ing them a 25% discount on sales 
is the promotional tactic which 
Archie Marsden, representative in 
this territory of the George Belsey 
Co., Ltd., Los Angeles General Elec- 
tric distributor, is using to boost the 
sale of G-E dishwashers and Dis- 
posall units. ~ 

A direct-mail campaign consisting 
of a series of seven pieces of litera- 
ture on the dishwasher and disposal 
unit is the initial wedge used to get 
plumbers and builders interested. 

The distributor delivers and super- 
vises the installation of the appli- 
ances, and builders and plumbers may 
bring interested customers into Bel- 
sey’s San Diego display room to 
inspect the equipment. 

While Belsey’s San Diego dealers 
are protected on refrigeration sales, 
Mr. Marsden has explained to them 
that he will not protect them on 


Disposall and dishwasher sales which 
they do not originate. 


When a plumber or builder p ives 
Mr. Marsden a lead, a member of his 
organization tries to sell the ecuip. 
ment directly through the plumber o, 
builder; the same procedure ap)lies 
to dealers who turn in leads on . igh. 
washer and disposal prospects. 


Placing a large sign in fron: go 
each building in which a dishwa-her 
disposal unit, or all-electric kit shen 
is being installed is another fez ture 
of Mr. Marsden’s campaign to sel 
through builders and plumbers. 


The first sign put up led t. ap 
immediate sale for the distri\utor 
representative. The woman liviig jp 
the house next to that being built 
came to the display room, ask: d to 
see the equipment, and signe. an 
order blank. The signs have br: ught 
in many other prospects also, Mr 
Marsden states. 


Department Store Beats Washer Quota by 
Advertising ‘Special’ and Then Selling Up 


FORT WAYNE, Ind.—Publicizing 
quality in three advertisements, fol- 
lowed by one offering a smash-up 
“special,” is the answer of E. E. 
Wunder of fFrank’s' Department 
Store here to why his five salesmen 
don’t need to do any canvassing to 
sell the store’s electric washer quota 
for 1937—300 units. 

Bold faced black type shouts the 
“quality” message, after which the 
final advertisement offers a Westing- 
house washer at special prices. ‘This 
brings the crowds in, and from there 
on it’s a selling-up job,” declares Mr. 
Wunder. 

Selling each prospect on the spe- 
cial she came to see up to the point 
of establishing payment plans, and 
then offering the same terms on 
“the washer she really needs,’”’ almost 
always results in sale of higher 
priced merchandise, Mr. Wunder 
claims. 


“We never knock the advertised 
model, but point out the superior 
advantages of a model costing only 
a few more payments,” he says. 

Salesmen in Frank’s appliance 
division let the customer herself do 
the comparing of higher priced and 
special washers. Acting as a puide, 
the salesman points out and talks 
up the washer’s features. 


Simple demonstrations, such as 
wrenching both washers’ wringers 
to show the difference in firmness, 
and tipping up both washers to show 
the difference in supporting con- 
struction, are important selling-up 
tactics. 

According to Mr. Wunder, his 
salesmen have sold dozens of people 
who came to see the advertised 
“special,” without selling a single 
special washer. He’s confident that 
sales will reach the 300-unit mark 
this year. 


Westinghouse Dealer Finds That It Is Easy to Seli 
Electric Ranges in Simple Strategic Steps 


CRAWFORDSVILLE, Ind. — 
“Cover the electric range in simple 
strategic steps; don’t tell a prospect 
too much at once,” is the maxim 
of Fred Coulter of the Coulter- 
Smock Furniture Co., Westinghouse 
dealer here. 

His last year’s sales included 30 
ranges and 50 refrigerators. The 
store is well on its way to doubling 
the total this year. One of Mr. 
Coulter’s firm convictions is that 
there are two range prospects to 
every one prospect for any other 
appliance. 

“If you tell your customer too 
much at once, you’ll confuse her and 
lose the sale,’’ he admonishes. 

First stab at the prospect’s buying 


consciousness made by  Coulter- 
Smock salesmen is to tell her that 
she will be doing most of her cooking 
in the oven. They then stress the 
oven’s features. 

They explain how the oven dis- 
tinguishes the range from the hot- 
plate. Next they tell how cheap 
cooking is with an electric oven. 
The selling points of the Westing- 
house range oven, and the Corox 
unit story are used as follow-up. 


Average price of most of the con 
pany’s range sales, states Mr. 
Coulter is $159. Top trade-in price 
paid is $10, and, according to Mr. 
Coulter, the company is making sales 
despite competitive dealers’ trade-in 
offers of $50. 
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A QUALITY SPECIFICATION FOR 89 YEARS 


When time must be saved . . . when you need copper quick, just reach for 
your telephone and call HUSSEY—general headquarters of the refrigeration 
and air conditioning industry for quality copper and brass products. 

Hussey Copper Service is backed by the accumulated experience of 89 
years of progressive specialization in copper manufacture from mining # 
refining to rolling and fabrication—a service that is 100 per cent COM PLETE. 

Write for the Hussey Catalog—you will find it a valuable source ot 
information and a real time saver. 


Cc. G. HUSSEY & COMPANY 


A Division of Copper Range Co. 
Rolling Mills and General Offices: PITTSBURGH, PA. 
Warehouses in Principal Cities 
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C:osley Distributor in Shanghai Forecasts 


Business Revival in China after 


Short Undeclared War 


cin CINNATI—While shells burst 
over Shanghai, and China is in the 
throes of an undeclared war, business 
men in China go ahead with mer- 
chand:sing plans in that country. 
Such was the word brought from 
China this week by a new distributor 
for Crosley products in that country. 

H. B. Gallop, president and pro- 
prietor of Gallop & Co., Ltd., made 
a trip to Cincinnati to discuss with 
A. G. Lindsay, manager, export divi- 
sion, Crosley Radio Corp., plans for 
the sale of Crosley electric refriger- 
ators, radios, and Xervacs, the ap- 
paratus that aids the growth of hair. 
The Gallop company is what is 
known as a “Federal Incorporated” 
extra-territorial concern of old estab- 
lished importers, with headquarters 
in Shanghai. 

The company had only recently 
taken the necessary steps for the 
active distributidn of Crosley mer- 
chandise in Central China. 

Hardly had Mr. Gallop set foot in 
America When the Sino-Japanese 
conflict flared up red in Shanghai, 
China’s counterpart of New York. 
However, as the possibility of trouble 
was anticipated, the company had 
limited its commitments in Chinese 
territory and its merchandise stocks 
were reasonably well protected with- 
in the International Settlement of 
Shanghai. 

The bulk of its stocks was safely 
stored in the great United States 


Government warehouse located in the 
Settlement, although it is possible 
that some slight damage may have 
been caused by a heavy Japanese 
aerial bomb that landed on the roof 
of the building and traversed part 
of the warehouse. The bomb, how- 


ever, did not explode. 


Mr. Gallop told Mr. Lindsay that 
he feels the fighting in the Shanghai 
district will probably be a matter of 
history in another two months, al- 
though the undeclared war, itself, 
might very likely stretch out much 


longer in Northern China. 


Whatever the outcome, he holds to 
the belief that there will be a very 
substantial revival of business in 
Shanghai before long and that it 
would in all likelihood prove of mate- 
rial benefit to American interests. 
Chinese opposition to Japanese com- 
mercial infiltration has long been 
generally known, and as an after- 
math of the present fighting, a still 
further intensified boycott of Japa- 
nese goods by the Chinese may be 


expected, Mr. Gallop said. 


American trade interests have long 
been favored by the Chinese and an 
increase in this trade following the 
end of the fighting is a very reason- 
able anticipation, Mr. Gallop said. 
Gallop & Co. plans to organize ac- 
cordingly, and as soon as circum- 
stances permit, will open a branch 
house in South China with head- 


quarters in Hongkong. 


Refrigeration Imports 
Improving in Holland 


AMSTERDAM, Netherlands — Im- 
portation of electric refrigerators 
from the United States to the 
Netherlands is rapidly increasing, 
according to U. S. Consul J. P. Mof- 
fitt, 2,056 of the 3,032 units imported 
in 1936 being of American manufac- 
ture, 


General use of electric refrigera- 
tors is increasing, Mr. Moffitt reports, 
despite the limitations set by local 
custom, the cool climate, and the 
raised import duties. 


Though the present outlook for air 
conditioning is far from bright, there 
is a future for this industry here, 
particularly in factories, office build- 
ings, and other commercial establish- 
ments, Mr. Moffitt says. 

The best sales method for air- 
tonditioning units which can be 
adopted by American manufacturers, 
Mr. Moffitt believes, is to place the 
entire distribution in the hands of 
oe importer who has a number of 
branches in the leading cities, or 
who can obtain the services of 
reputable firms with showrooms in 
Which to display various models. 


Universal Radio Distributors 
To Handle F-M in Britain 


LONDON , England—Universal Ra- 
dio Distrit: utors, Ltd. has been ap- 
— distributor throughout the 
on Kingdom for Fairbanks- 
~ Conservador refrigerators. The 
es — “8 agreement for this 
dh jalson was worked out by 

San Roman, Fairbanks-Morse 


*xport manever, and G. Ma le, of the 
distributors); ip. ‘ 
na = 


Japan Air Conditions 
‘Tsubame’ Express 


TOKYO — Two diners on _ the 
“Tsubame” express, which runs the 
376-mile distance between Tokyo and 
Kobe and is the outstanding train 
operated by the Japanese government 
railways, have been equipped with 
air conditioning, according to Carl 
H. Boehringer, U. S. assistant trade 


commissioner here. 


Designed to maintain inside tem- 
perature at approximately 68° F., 
equipment was installed in the diners 
of the Tsubame (Chimney Swallow) 
express, in the government railway 


shops. 


Frigidaire Sets Up Sales 
Branch in New Zealand 


WELLINGTON, New Zealand — 
Frigidaire New Zealand, newly con- 
stituted subsidiary of General Motors 
recently has 
been formed to handle Frigidaire 


(New Zealand) Ltd., 
sales in this country. 


McCray Adds Distributors in 


Foreign Countries 


KENDALLVILLE, Ind. — Several 
new foreign distributors have been 
added to the sales organization of 


McCray Refrigerator Co. 

These distributors and their lo- 
cations are: Ing. J. Lehnkuhl, Oslo, 
Norway; Federico Gerarding, Ciudad 
Trujillo, Dominican Republic; Com- 
pania Panamena, De Fuerza y Luz, 
Republic of Panama; Martinez & 
Marques, San Juan, Puerto Rico; 
and Ice Creams, Ltd., Port-of-Spain, 
Trinidad, British West Indies. 


TAG POCKET 
THERMOMETERS 


Refrigeration servicemen need the accuracy and 
dependability of TAG Pocket Thermometers. These 
thermometers can be furnished in mercury or spirit- 
filled, with ranges of —30 to -+120°F., +30 to +120° 
FP. or 0 to 220° F., 6” in length. Send for prices 
and a copy of the TAG Control and Test Equipment 
Catalog No. 1136-25. 


ASK YOUR JOBBER ABOUT TAG POCKET 
THERMOMETERS AND CONTROLS. 


aa ac. J. TAGLIABUE MFG. c De 


Park & Nostrand Ave’s.. Brooklyn. N- Y- 


Brazilian Milk Plant 
Uses York System 


COMPOS do JARDAO, Brazil— 
With the cooperation of a refrigera- 
tion engineer from the home office 
of York Ice Machinery Corp., Lyons 
& Co., -York distributor in Brazil, 
has installed a refrigerating system 
in the model milk plant recently con- 
structed here. 

The equipment includes a surface 
type milk cooler, a 2-hp. air-cooled 
Freon unit compressor, and a brine 
cooling tank, the latter two being 
installed in a cold storage room. 

Milk is delivered to the plant by 
the farmers, usually being trans- 
ported in cumbersome, oxen-drawn, 
two-wheel carts, and is poured into 
a receiving tank. From there it flows 
directly to a 75-gallon pasteurizer 
where, by a continually alternating 
process of rapid heating and cooling, 
it is pasteurized and purified. 

Next the milk passes by gravity 
over the cooler and into the bottle 
filling and capping machine. Most of 
the bottled milk is delivered immedi- 
ately for local consumption, although 
some is placed in cold storage. 

The milk plant itself, though small, 
is completely modern, and has con- 
nected with it a fully equipped labor- 
atory under the direct charge of a 
state doctor from the nearby sani- 
tarium. 

Situated in a fertile farming land 
almost 6,000 feet above sea level, 
Compos do Jardao is a favorite health 
resort for tuberculosis patients. 

Lyons & Co. has also installed 
York air-conditioning equipment in 
the Brazilian offices of the American 
Coffee Co. and the Ford Motor Co. 


Palestine Commercials Sold by Servel Distributor 


equipment for water cooling and to 
refrigerate a pastry display case; 
one machine unit and two Humi- 
drafts are included in the equipment 
which refrigerates the beverage cool- 
er and display case at Cafe Oneg. 
Cafe & Conditory Genati uses a 
Servel machine unit and Humidraft 
for its pastry display case, while at 
the Altschuller restaurant, a ma- 
chine unit and Humidraft furnishes 
refrigeration for a combination dis- 
play case and bottled beverage cooler. 


_ TEL AVIV, Palestine — Restau- 
rants, cocktail bars, and pastry shops 
are well represented in the long list 
of local business’ establishments 
which use Servel commercial refrig- 
eration units, sold by Pasternak & 
Mullens, Service representative here. 

Three Servel machine units and a 
Humidraft are connected to a beer 
bar, water cooler, ice cream cabinet, 
and an 8-ft. display case in the 
Carlton bar and restaurant. 

Cafe Shlosha Kushim uses Servel 


MANIFOLDS 


@ Welded steel in construction for greater 
strength. 


® Bosses full threaded to hold valves with- 
out solder. 


@ All parts completely tin plated. 


@ Made in two to ten valve units with two 
valve spacings. 


GENUINE WEATHERHEAD 


REFRIGERATION PARTS 
WEATHERHEAD + 300 E. 131 ST. + CLEVELAND, OHIO 


oe REFRIGERATION TUBES 
Unusually Sogt! ; 


E AMERICAN BRASS ( 


: FRENCH SMALL TUBE Branch Z 
General Offices: Waterbury, Conn. 


A RELIABLE 


HAT operates quietly and efficiently, requires 
little or no attention, and gives long care-free 
service. Here are a few of the many reasons why 


G-E motors are reliable: 


Cast-aluminum rotor winding—a _ one-piece 
pressure casting, without welded or soldered joints. 
Cannot become open-circuited or burn out. 


Quiet—carefully balanced, resilient-rubber mount- 
ing. Equipped with end-play silencers. Operation of 
the motor does not interfere with radio reception. 


Protected stator windings—thoroughly bonded, 
and resistant to oil, moisture, and mild acids and 


alkalis. 


Automatic belt-tightener base—automa- 
tically maintains just enough tension to pre- 
vent slipping—reduces belt and bearing 


wear. 


MOTOR 


_ GENERAL @ ELECTRIC 
| mee ae Es Sel 


yest say the. motor is 2 
mate by General Electric | ((((/' 
= )-—¥ou don't.need to add 

het 1S High quality.” G 


A PRACTICAL SALES AID 4 


G-E motor on the refrigerators you sell is 

assurance—at a glance—to prospects that the 
electric equipment is of high quality. They know 
from their experience, and from that of friends, that 
G-E motors for refrigerators, washers, oil burners, 
and other appliances are long-lived and dependable. 
General Electric is a company in which they have 
confidence. 


Add this reputation of the motor to that of your 
refrigerators, and you have a solid sales front. Thus 
you can devote more time to increasing sales by 
emphasizing the benefits and economies of electric 
refrigeration. 

Moreover, the long, trouble-free service for 
which G-E motors are famous helps keep 
refrigerators sold—a sure way of getting new 
business and bringing back customers for 
ak additional purchases. General Electric, 


Vgsnerens| Schenectady, N. Y. 


"970-207 : 
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ISAPPOINTING to some sales 
managers and _ distributors 
has been the business obtained so 
far this year from new rural 
prospects for electrical appliances. 


At the first of the year hopes 
were high for an unusual increase 
in volume of appliances sold to 
farmers. Two reasons for this hope 
were assigned: (1) Farm income 
is at a new high for post-War 
days; and (2) the Rural Electrifi- 
cation Administration has been 
extending power lines out into the 
country at a great rate. 


It was thought that farmers 
and farmers’ wives—hungry for 
conveniences long denied because 
of droughts, floods, and low prices 
for agricultural produce—would be 
prime prospects for refrigerators, 
washing machines, ranges, vacuum 
cleaners, and radios. 


Prime Prospects that 
Require Selling 


The fact remains that they are 
prime prospects. But they require 
selling. 


In municipal areas, users of 
appliances are probably the best 
advance agents these appliances 
could have. The Joneses get a new 
refrigerator, Mrs. Jones shows it 
to her neighbors, and the next 
salesman who comes along cleans 
up the block. 


This most effective type of pro- 
motion hasn’t had a chance to 
work yet in the rural market. It’s 
going to take considerable promo- 
tion—and plenty of hard selling— 
to get the electrical idea across to 
this newly tapped rural market. 


Furthermore, a brand new type 
of competition has thrown its hat 
into the ring for this business. 
Most of the power lines erected 
under the aegis of the Rural Elec- 
trification Administration have 
been sponsored by newly organized 
“cooperatives.” 


A federal agent canvasses the 
territory to be served by a pro- 
posed power line extension, and | 


organizes the farmers in that 
territory into a cooperative asso- 
ciation. An R.E.A. man is made 
the secretary. This “cooperative” 
then sets up an office, and an 
appliance display room, in the 
most convenient town. 


Appliances Sold at 
Discount to Farmers 


An arrangement is made with a 
manufacturer to furnish appliances 
at a good discount, and these 
appliances are then sold at con- 
siderably less than _prevailing- 
retail prices to farmers who want 
them. 


Williams Ice-O-Matic has put out 
a special R.E.A. model, and is said 
to be getting a substantial portion 
of this type of business on refrig- 
erators. 


What “burns up” dealers in the 
territory most is that these 
“cooperatives” are likely to sell 
their cut-price appliances to any- 
body who comes into the office, 
whether or not they are bona fide 
rural customers or members of the 
cooperative. 


Some Dealers Outsell 
Cooperatives 


However, the picture is not 
entirely dark. In case after case, 
enterprising dealers have been able 
to outsell the cooperatives in their 
own territory, notwithstanding the 
fact that the cooperatives usually 
undersell them by a substantial 
margin. 


Here is how it’s done: A 
thorough direct mail campaign is 
aimed at all the prospects in the 
territory. This is most important 
—education of the prospect via 
the printed word is a fundamental 
that cannot be ignored in cultivat- 
ing so new a market as this. Then 
a salesman goes out with a trailer, 
on which he can conduct demon- 
strations. 


The point is that these appli- 
ances not only have to be sold, but 
that they can be sold, if dealers 
are willing to take the time and 
trouble to do it. 


Good Service Balances 
Price Advantage 


Price advantage held by the 
cooperatives is in almost every 
case counterbalanced by the 
promise of good service on the 
part of the dealer, and a feeling 
of confidence in his stability and 
permanence. Farmers have been 
stung on machinery before, and 
are cautious. 


In regard to the efficacy of 
direct mail in cultivating this 
market, it should be noted that 
mail is still an event in a farm 
home. The callous indifference to 
form letters and printed enclosures 
which city folk usually acquire 
does not obtain in most rural 
areas. Direct mail has not been 
“done to death.” Nor are there 
so many distractions to compete 
with reading time. 


All reports indicate that most 
sections of the nation will produce 
bumper crops this year. That these 
crops will in most cases be sold at 
highly advantageous prices. is 
further assured by widespread 
crop failures in many of the lead- 
ing foreign agricultural producing 
nations. 


The market is still there. It will 
probably be better than ever next 
season. But it will not be easy 
picking. Thoroughgoing education, 
plus plenty of hard selling, will be 
needed. There will be plenty of 
profit in it for the right dealers. 


Week 


OLUMNIST PAUL MALLON 
[aut that it is most 
dangerous to be alive one specific 
week each summer—the week 
ending June 8. Writes this famous 
Washington correspondent: 


“A chart prepared by health 
authorities shows that for the 
past several years many more 
persons have died during one 
certain week, the same week in 
each year, the week ending June 8, 
than in any other of the year. 


“The explanation is that the 
first heat spell generally occurs 
then, catching many persons un- 
prepared and in a poor physical 
condition.” . 


Air-conditioning salesmen please 
note. 


It might be suggested also that 
advertising men who are planning 
magazine, newspaper, or direct 
mail campaigns on summer air- 
conditioning equipment for release 
next spring might dig up this 
chart and make effective use of it. 


Too many prospects are inclined 
to wait until it gets awfully hot 
before becoming interested in 
installing summer air-conditioning 
equipment. And then they run 
into an installation jam, and 
sometimes must wait until their 
interest, along with the tempera- 
ture, has cooled. 


But if such _ put-it-off-till-to- 
morrow prospects had their atten- 
tion arrested by some _ such 
headlines as “A Flip of a Switch 
May Save Your Life,” a number 
of them might be stirred into 
early action. 


LETTERS 


Does Buschman Make a 
Profit?—Muench Doubtful 


York Products, Inc. 
210 Court Ave., Des Moines, Iowa 
Oct. 7, 1937. 
Editor: 


I want to ask you a frank question 
—do you read what you publish or 
do you put an article in your paper 
merely to fill up space? Before you 
answer that question, fill up your pipe, 
prop your feet up on your desk, and 
have your office boy bring you a copy 
of your issue of Sept. 15. 


Now turn to page 8, and give some 
thought to the article “Adequate 
Organization and Profit Margin 
Needed to Keep Dealers in Air Condi- 
tioning.” 


Please bear in mind, Mr. Editor, 
when going back over this article 
that you owe the success of your 
publication to the support of the 
people who have grown with the 
mechanical cooling business. As we 
have grown, you have grown. 


When we see an article such as 
this one you are beginning to throw 
us down. We look to you for sound 
advice. If you want your subscribers 
to pay cash for their subscription, 
they will have to have a profit, but 
please tell us where the profit lies 
in Mr. Buschman’s article. 


Now that you are set with the 
article before you, get a nice red 
pencil and make some notes—we can 
add them up later. 

In the first place, I don’t believe 
there is anyone in the St. Louis 
territory doing a business of $400,000 
a year in air conditioning and heat- 
ing. Check into it. The Union Elec- 
tric Co. of St. Louis has the records, 
but let’s give Mr. Buschman a break 
and assume that he really does 
$400,000 a year—it’s nice to dream 
about big figures. 

For the time being let’s skip over 
the array of Department Heads, First, 
Second, and Third Assistants. We 
can go back to them when we uncork 
the bottle of red ink. Mr. Buschman 
mentioned a markup running up to 
40%, and then toward the end of the 
article contradicts himself by ad- 
mitting that their markup is 20% on 
time and labor and 10% on outside 


purchases. I'll bet dollars to dough- 
nuts he doesn’t average 25% markup 
on his entire cost, but let’s give him 
a break—he’ll need it. 

In order to make up a profit and 
loss statement let’s divide that $400,000 
into $250,000 retail and $150,000 whole- 
sale business. I believe that is fair 
and giving Mr. Buschman a break. 


According to Mr. Buschman’s figures 
divide the $250,000 into $170,000 pack- 
age units at a markup of 35%, and 
$80,000 ‘engineered jobs at a 25% 
markup. Both markups are again a 
break for Mr. Buschman according to 
his figures. 

Now pick up your air-conditioned 
red pencil (it must be air cooled 
otherwise it will melt) and jot these 
figures down. These are all derived 
from Mr. Buschman’s figures and give 
him a break wherever possible. 


Expense Per Year 
Chief engineer $500 a month........ $ 6,000 
Four assistant engineers at 

MOOG @ WGI once seseesescsecises 14,400 
Two draftsmen $235 a month....... 2,820 


Two sales engineers $200 a month.. 4,800 
Sales engineer for territory, - 


SOOO BD WI oie cccecnvesverrcves 2,400 
Two dealer men at $200 ............ 4,800 
Two city supervisors at $200...... 4,800 
Service manager $200 a month..... 2,400 
Stock clerk $80 a month ........... 960 


Add to this commission and bonus 
as follows: 


Wholesale men 2% on $150,000...... 3,000 
Sales engineer in territory 
SOG) GM WOO F6v5.5%-< 5S sn niewe o60 1,500 


Retail supervisor 2% on $250,000... 5,000 
Sales Commission: 


Engineered job 6% on $80,000...... 4,800 
Package unit 8% on $170,000....... 13,600 
Estimate Mr. Buschman’s salary 

$6,000 a year plus 1%............ 10,000 


Service absorbed by dealer 3% on 
say $125,000 cost of equipment... 3,750 


Advertising 2% on $400,000......... 8,000 


Also add the following 
conservative estimates: 


Tent GeO GB MROME viscid ssccscccs 3,000 
Telegraph and telephone 

$35 a month (estimate).......... 420 
Light and heat $600 a month....... 720 
Stationery and supplies, $25 a month 300 
TAXCS GNA INSUTANCE 2..cscccsccere 500 
Te BVO G TOUR! GE oscccecetccsas $96,970 


Add two quarts of red ink and you 
have a total expense of $96,970 with- 
out charging for red ink and the 
thousand and one other expenses 
which you know really belong in that 
column. 

Now let’s collect the profits beforé 
they are all gone. 

Per Year 
Wholesale business 20% (liberal) 
ae ae ee error eee $30,000 
Package units—average markup of 

35% on cost or 26% profit on 

selling price on $170,000 ......... 44,200 
Engineered jobs 25% markup on 

cost or 20% on selling price 

OE GS 50:5 6:7066 05s s5 anda sa Re TeNe 16,000 


OEE 5635400 e05s.000053>E0a0K60s000088 $90,200 


That $90,200 is 22146% operating 
expense instead of 12% as Mr. Busch- 
man states in his article. Unless my 
pencil has slipped I see a net loss 
of $6,770, and you know that amount 
is only the beginning if you really 
want to dig into the expense column. 


Of course I have estimated Mr. 
Buschman’s salary on the basis that 
he is worth more money to his 
corporation than the chief engineer, 
possibly he has reverted to war times 
and is one of those $1 a year men 
we used to have. In that case the 
bookkeeper would use only one quart 
of red ink, and we could cut the 
operating expense a fraction and the 
net loss would not be so great. 


Perhaps I am wrong in my criticism 
of this article, but I would like to 
know what some of your other read- 
ers think about it. 


In your introductory article you 
state that these articles represent the 
facts about methods of management 
that have meant success to a particu- 
lar dealer. My eyes are weary trying 
to locate the facts, and I would 
appreciate you showing me where the 
success could be found in operating a 
business on the basis which is sug- 
gested in this article. 


Cc. D. MuENcH. 


P.S. I would like to have a slow 
motion picture of the engineering 
department at work. I can’t imagine 
having a $500 a month chief engineer 
and four assistants at $300 a month 
each when two thirds of their entire 
business is package units. 


Answer: Mister, your figures have 
got us just a little dizzy, but at first 
glance they seem fairly reasonable. 


However, we wonder if in your 
careful scrutiny of some sections of 
the article, you haven’t misinterpreted 
some of its other statements. On 
sub-let installation work, for example, 
the company’s markup of 20% on 
time and labor is in addition to its 
regular markup on the job. The same 
is true of outside purchases and the 
10% markup taken there. : 

Please remember also that figures 
reported in the story are based on the 
estimated volume of business which 
the company expected to do this year; 


it is not to be taken for granted tha 
this anticipated volume will actually 
be realized. 


Possibly we did not cross-question 
Mr. Buschman as thoroughly as we 
should have on the angles of his 
business operation to which you tak, 
exception. 

Your analysis of the company’s 
organization and business meihods 
indicates that you have given » }gy 
of thought to the matter. We feg 
that it will be as interesting to Many 
readers as was the original article, 

We hope to get some con men 
from Mr. Buschman on how ; oy’ 
run his business into the red. 


Modern Turkey Takes 


To Air Conditioning 


Carrier (Karyer) 

G. & A. Baker Ltd. 
Prevuayans Han 
Tahta-Kale, Istanbul 

Sept. 27, 1937, 
Editor: 

Having read with great inter°st the 
two articles on “Air Conditioning ang 
Refrigeration in Turkey” which ap. 
peared in your recent issue, we beg 
leave to address you the presert with 
the desire of supplementing thei 
contents. 

Your articles gave us the impres. 
sion that Mr. John Strohm was 
shown around our city by persons 
who so far as air conditioning ‘s cop. 
cerned were six months or so behind 
the times in Turkey. 


The G. & A. Baker Ltd. of this city 
set up a Carrier branch of air conii. 
tioning at the beginning of this year, 
which has since then: 

1—Completed a textile mill air. 
conditioning system of a capacity of 
70,000 c.f.m. at Yedikule, near Istanbul, 


2—Contracted for a 30-ton system 
to completely air condition the studios 
of the Turkish broadcasting station 
building actually under erection in 
Ankara. 


3—Placed and sold a number of 
Carrier portable room air conditioners, 


One of the latter was exposed for 
a month in a special pavilion of the 
International Exposition at Ankara 
this spring, where it gave the crowds 
their first experience of air condi- 
tioning. 

As various opinions are reported in 
your articles on the potential possi- 
bilities of air conditioning in this 
country, we felt that it might be 
interesting to point out that a start 
has already been made by an organi- 
zation specializing in the field. 

C. Karakash. 


Master Catalog Enthusiass 


M. A. Purvin & Co. 
Iron—Steel 
Jackson Blvd. at Dearborn $&t. 
Chicago, Ill. 
Publisher: 

We are pleased to acknowledge, 
herewith, receipt of your Rep Bovk 
No. 6240-966 and wish to compliment 
you on same. 

We realize that the edition is not 
complete in its coverage of various 
products, but feel that you are start: 
ing something in the right direction 
which in time will be recognized 4: 
a fountain of information to all thos 
interested in refrigeration, air conti 
tioning, etc. 

We think your plan is most cot 
prehensive and it is bound to be fa! 
reaching as it grows, from year 
year. G. H. Emi. 


The Sparks-Withington Co. 
Sparton Products 
Jackson, Mich. 
Editor: 

The writer wishes to express bi 
appreciation of your 1937 Red Bovk 
of Air Conditioning and Refrigerati 
We believe you have certainly brougt! 
an excellent method of distributit 
information to the industry, and 
will be very glad to work with J 
on additional information. 

Please feel free to call upon tH 
writer any time for any cooperalil® 
we are able to give you. 

(s) R. D. Haux, Purchasing Ase” 

Refrigeration Divisi® 


Hope-Johnstone Lt. 
Mechanical and Refrige ation 
Engineers—Importers and 
Manufacturers of Refrigerstor P#™ 
Refrigerator Part: 
Olympic Buildings 
Collingwood St., Hamilton, N. z. 
Sep’. 4, 1 , 
Dear Sirs: 
When our present subscription ao 
out please draw on us at sight, * 
tional Bank of New Zealand, Ha 
ton, for two years subscrip!ion °° 
copy of Air Conprmioninc M:08 BA 
If you have not already dott” 
please forward our copy o! TH!” 
Book which we are anxiously *™ 
ing. 
Please accept 2 New 2@ 
best wishes for the success ° 
valuable publications. 


f. 
G. W. Hors-Jounstone, Mani 
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COMMERCIAL REFRIGERATION 


Frigidaire ‘Direct Draw’ Beer Cooler Uses 


Water Coils in Keg as Cooling Agent 


}. (LWAUKEE—In a surprise dis- 
pla at the Master Brewers’ Associa- 
tior. convention which opened here 
Oct 5, Frigidaire division of General 
Motors Sales Corp. introduced a 
“Direct Draw” beer-cooling system 
in vhich the primary cooling of draft 
peer is done in the keg. 

According to Roy E. Smithson, 
manager of commercial refrigera- 
tion sales for Frigidaire, the system 
is at} addition to the present Frigid- 
aire line of beer-cooling equipment, 
none of which is being eliminated. 
It is, however, a departure from 
Frigidaire’s conventional practice of 
utilising in some form a system of 
coils through which the beer flows 
to be cooled after leaving the keg. 

In the “Direct Draw” system no 
beer coils are used, the beer passing 
directly from the keg to the draft 
arm which is an integral part of the 
tap rod. 

The complete system consists of 
four basic divisions or units, namely, 
a refrigerating compressor, a water 
cooler and circulator, a transmission 
manifold to be concealed under the 
counter, and a water coil built into 
each keg. 

Frigidaire coils are built into kegs 
by the cooperage company or brew- 
ery aS a permanent part of the keg 
itself, and remain the property of 
the brewery. 

The manifold, extending approxi- 
mately the length of the bar, carries 
under heavy insulation a complete 
circuit of water lines to and from 
the water cooler, through which 
sweet water is under continuous 
circulation at the temperature neces- 
sary for cooling purposes. Outlets, 
with fiexible connections and neces- 
sary shut-off cocks, are provided at 
intervals along the length of the 
manifold. 

When beer is delivered, regardless 
of whether or not it is to be tapped 
immediately, kegs can be _ placed 
under the bar counter and quickly 
connected to the manifold by means 
of the flexible connectors provided. 
At the keg these connectors are 
attached to the built-in cooling coil, 
and with the opening of the shut-off 
cocks the cold water circulates 
through the kegged beer, either 
reducing its temperature or main- 
taining the desired temperature, 
depending upon the condition of the 
delivered beer. 

All the cold water passing through 
a tapped keg also passes through a 
cooling jacket built around the tap 
rod, so that the beer standing in the 
tap rod is cooled. 


When a keg is ready to be tapped, 
it need not be moved, although it 
may easily be moved if this is desir- 
able for any reason. Normally, a 
tap rod from an empty keg would 
simply be removed and taken to a 
fresh one and inserted in the regular 
manner. 

The water cooler, which can be 
placed under the counter or in 
any convenient location, incorporates 
standard Frigidaire water-cooling 
practices. Flow of water through the 
manifold is accomplished by means 
of a vertically mounted motor-driven 
circulator, and is constant as long 
as one or more kegs are on hand. 

Temperature control is thermo- 
static. Water temperatures may be 
varied by the user by means of a 
hand-operated cold control, which is 
standard equipment. The water cool- 
er is said to be heavily insulated. 

The built-in keg coils are made of 
aluminum, and are attached to the 
keg head by a three-point suspension. 
The tubing extends from top to 
bottom of the keg, thus insuring 
adequate cooling regardless of the 
amount of beer standing in the keg. 

The tap rod faucet is equipped 
with a special foam control lever 
which is claimed to permit a smooth, 
even flow of beer which gives a 
proper-sized head to each glass 
drawn. 


Cutler-Hammer Names Ragsdale 
Dallas Branch Manager 


DALLAS—Appointment of W. E. 
Ragsdale as manager of Cutler- 
Hammer, Inc.’s new office here was 


‘ announced recently. 


Before joining Cutler-Hammer, Mr. 
Ragsdale was associated with the 
National Broadcasting Co. He re- 
ceived a degree in electrical engineer- 
ing from the University of Oklahoma, 
and has had wide experience in the 
electrical field. 

The Dallas office is under the 
supervision of G. E. Booth, manager 
of the company’s St. Louis office. 


New Addition to Frigidaire Beer Cooling Line 


Cutaway views showing the design 
and principles of operation of the 
three basic units of the new Frigidaire 
“Direct Draw” beer-cooling system. 
On the right is the water cooler with 
heavy spiral coils, and the water pump 
mounted through the center of the 
cooling coil, driven by exterior verti- 


cal motor. Top is the manifold, hous- 
ing the water lines for transmission 
of cooling water to kegs. Left end of 
manifold shows water lines buried in 
insulation. At the left is shown an 
empty keg, depicting design and posi- 
tion of the coils as they are built into 
the beer kegs. 


300 Dealers Attend 
Mills Open House 


CHICAGO—More than 300 refrig- 
eration service engineers, dealers, 
and other guests from Michigan, 
Wisconsin, Indiana, and Illinois at- 
tended the Mills Novelty Co.’s open 
house party at the company’s Kolmar 
Ave. plant here Oct. 9, and were 
shown through the machining, in- 
spection, assembly, and testing divi- 
sions of the refrigeration department. 

Ray F. Polley, sales manager of 
the refrigeration department and 
chairman of the day’s program, said 
that the Mills refrigeration business 
is to be expanded by a world-wide 
distributing system being developed. 

He stated that the company’s ex- 
port department is now shipping 
units to the Argentine, Brazil, Aus- 
tralia, and the Orient, but added that 
since the outbreak of the Sino- 
Japanese undeclared war exports to 
the two countries involved had prac- 
tically ceased. 

The open house party, Mr. Polley 
explained, was arranged primarily to 
give the attending dealers the oppor- 
tunity to see the Mills factory in 
operation. 


Anaconda Copper 


REFRIGERATION TUBES 
They Flare without cracking 


nufaweh THE AMERICAN BRASS CO. 


FRENCH SMALL TUBE Branch 
General Offices: Waterbury, Conn. 
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Fedders’ Chicago Branch Moves 
To Larger Quarters 


CHICAGO—Fedders Mfg. Co.’s 
Chicago branch office has been moved 
to new and larger quarters at 112 
N. Greene St. The branch is man- 
aged by Marc Shantz. 


Kold-Hold Prepares 
Truck Exhibit for 
Dairy Show 


LANSING, Mich.—The Kold-Hold 
Mfg. Co. will have a special display 
of truck refrigeration equipment at 
the National Dairies Industries Ex- 
position to be held in New Orleans 
late this month. _ 

In addition to showing the various 
component parts of the Kold-Hold 
system in operation, the company’s 
display will include two ice cream 
delivery trucks, one by Hackney 
Bros. Body Co., Wilson, N. C., and 
the other by Batavia Body Co., Ba- 
tavia, Ill. Other units to be shown 
are a refrigerated milk delivery job 
and the Kold-Hold ice cream cabinet 
conversion units. 

Attending the exposition will be W. 
G. Farnsworth, general manager; 
O. S. McGuffey, chief engineer; O. 
G. Greenlee, refrigeration engineer; 
and Field Engineers Block, Edmunds, 
and Lipman. 


M. E. Cutler Manages 
Holyoke Dealership 


HOLYOKE, Mass.—M. E. Cutler, 
for many years connected with the 
refrigeration industry in New York, 
is the new manager of Modern Re- 
frigeration Co. here. 

Mr. Cutler was connected with 
Frigidaire Corp. and Norge Corp. for 
nearly 20 years in sales manager 
and engineering positions, and was 
recently in charge of air conditioning 
in industrial and domestic applica- 
tions for summer cooling. 


REG.U. S. PAT. OFF, 


Artic 


(DU PONT METHYL CHLORIDE) age 


COAST-TO-COAST DISTRIBUTION —The standard 
Methyl Chloride. Stocked in standard and special 
20-Ib. containers for prompt delivery at 65 stock 
points in 46 cities; also Cuba, Mexico and Hawaiian 


Islands. 


QOD 


Me Us par off 
THE R. & H. CHEMICALS DEPARTMENT 
E. 1. DU PONT DE NEMOURS 4 CO., Inc, 
WILMINGTON . DELAWARE 


Write for free copies of “ ARTIC Service News” con- 
taining list of authorized distributors and stocking 
points, and current information about refrigeration. 


FRE 


ILLUSTRATED 
PORTFOLIO OF 


Kimpak 


REGC.US. PAT. OFF. & 


OREIGN COUNTRIES 


CREPE WADDING 


Learn how hundreds of foremost manufacturers use 
economical KIMPAK to guard products against 
all kinds of shipping damage 


@ KIMPAK is a soft, resilient 
crepe wadding thatcomesinrolls, 
sheets, and pads of various thick- 
nesses. It is free of dirt, grit or 
other foreign substances, KIM- 
PAK protects fine finishes, mini- 
mizes breakage during shipment. 
It gets your product to your 


customers in perfect condition. 

Because it is easily applied, 
KIMPAK saves time, labor and 
money in packing or package 
protection....Send today for your 
copy of the new “Portfolio.” 
Please makerequest on your letter- 
head, and address nearest office, 


KIMBERLY-CLARK CORPORATION 
NEENAH, WIS. 
8S. Michigan Ave., Chicago 122 E. 42nd St., New YorkCity 510 W. 6th St., Los Angeles 
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Wichita Servel Outlet 
Equips Candy Shop 


NEWTON, Kan. — Newton candy 
shop has purchased Servel electric 
refrigeration equipment through G. 
B. Govits & Co., distributor in the 
Wichita territory. 


THE AIR AGE 


By F. O. JORDAN 


The candy shop’s installation in- 


cludes a Model WE-150 unit. 


Condensing Water Data 


In the Aug. 4 issue of AIR CONDI- 
TIONING AND REFRIGERATION NEWS 
was published a digest and certain 
data from Bulletin No. 9924 of the 
U. S. Department of Commerce, en- 
titled “Effect of City Water and 
Sewage Facilities on the Market for 
Air Conditioning Equipment.” 


New Orleans Dept. Store Uses 
Westinghouse System 


NEW ORLEANS, La.—Equitable 
Equipment Co., Inc., installed West- 
inghouse air conditioning in Marks 
Isaacs Co. department store here. 


THE BUYER'S GUIDE 


SPECIFICATIONS 
All Models —All Makes—All Years 


Material in the Specifications Book 
was compiled with a view toward making 
it usable by both the service man and 
salesman. For the service man, the 512- 
page book gives information on the kind 
and quantity of refrigerant, belt size, 
compressor and motor data, etc. Of 
interest to salesmen is the list price, cubic- 
foot capacity, dimensions, shelf area, finish, 
etc. This information applies to commer- 
cial condensing units and air conditioners 
as well as household electric refrigerators. 


THE REFRIGERATION LIBRARY~VOL. 4 


1936 x * 


REFRIGERATION 
& Air Conditioning 
SPECIFICATIONS 


kx 


A 64-page booklet giving specifications of 
principal makes of 1937 Household Electric 
Refrigerators will be given with the 1936 
Specifications Book. 


Business News Publishing Co., 


512 Pages 
Price $3.00 


5229 Cass Ave., 
Detroit, Mich. 


This was done in line with the 
long-time policy of the NEWS to 
“boil down” any information of inter- 
est to readers and present the perti- 
nent facts in easily read condensed 
form. 

As is inevitable, typographical 
errors happen in the best of regu- 
lated bulletins. 

One such error occurred in the 
Department of Commerce bulletin in 
question, for it gave a condensing 
water requirement per ton of refrig- 
erating effect under certain condi- 
tions as “100 gallons per minute,” 
which anyone at all familiar with 
refrigeration practice would recog- 
nize at a glance as being meant for 
100 gallons per hour. 

Accordingly the proper correction 
was made so that readers of AIR 
CONDITIONING AND REFRIGERATION 
NEWS had their information straight. 


Estimates of probable condensing 
water consumption per annum by the 
industry were given in the same 
bulletin, based upon 12 month, 24 
hour day operation. 

Of course, this is an over-generous 
allowance for running time, but we 
did not deem it within our province 
to call attention to this obvious fact, 
but merely printed the data, stating 
the assumption upon which it was 
based, leaving it to the reader to 
make his own criticisms. 

The following communication is in 
the nature of such a criticism from 
a recipient of the bulletin. 


FROM YOUR STANDPOINT, 
HOUSEHOLD REPLACEMENT 

i EVAPORATORS SUPERIOR Remember that the ultimate buyer 
ARE e FAST FREEZING OF ICE fittic or nothing of the mechanical 


gg } . unit ane selects. 
ut she does know whether it is 
CUBES bed EVEN, TEMPERED, attractive in appearance—whether 

it will clean easily—whether it will 


COOLING e HIGH HUMIDITY fer as nice in a year as it does 
oday. 

= She will choose Peerless ‘‘Humidi- 

M A l N T E N A N C E bd D 2] WwW N Pack” because it is mast and 

modern in design—because it - is 


DRAFT CIRCULATION e e @ easy to clean—because it retains 
SR TRS IR LINE MB, | 


its lustrous beauty. 


PEERLESS of AMERICA, Inc. 


ESTABLISHED IN 1912 AS THE PEERLESS ICE MACHINE Co. 
New York Factory Main Factory—General Offices Pacific Coast Factory 
43-20 34th Street 515 West 35th Street 3000 S. Main Street 
Long Island City i Los Angeles 


Chicago 
PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 


BUY 


PEERLESS 


To Save Fuel- and Kee 
Boiler Pressures SAFE 


THE THINGS THAT MAKE 


But Don’t Forget Eye Appeal! 


PERFORMANCE 


PEERLESS “HUMIDI-PACK” 


7 


To* a growing demand for a thoroughly reliable 


pressure control for automatically-fired oil, gas and coal- 


burning steam boilers. 


Full details in 
Bulletin 700— 


sent on request. 


RANCO, Inc., ; 


Ohio 


Ranco Type RLB Control—alert, 
responsive and sturdily built for heavy-duty service —offers 
the capacity and complete dependability demanded 
for modern industrial and commercial heating installations. 


Servel, Inc. 
Evansville, Ind. 
Sept. 24, 1937 
O. C. Holleran 
Marketing Research Division 
U. S. Department of Commerce 
Washington, D. C. 

We have just received from your 
department your bulletin No. 9924 
entitled, “Effect of City Water and 
Sewage Facilities on the Market for 
Air Conditioning Equipment,” and on 
reading through this publication 
hastily, we have come across, what 
appears to be a gross error, coupled 
with a misleading calculation, from 
which some erroneous conclusions 
appear to have been drawn. 

I refer specifically to Section 1 on 
page five, entitled, “The Problem of 
City Water Supply to Meet the De- 
mand for Air Conditioning Service.” 
We quote as follows from the first 
paragraph: 

‘It has been estimated by the 
General Electric Co.’s engineers that 
1 horsepower of air conditioning 
using water at 75° temperature will 
consume approximately 100 gallons 
per minute.” 

We assume that this estimate re- 
fers to a system using the conven- 
tional compressor type refrigerating 
equipment, which constitutes prob- 
ably 70% of all present and projected 
air-conditioning installations. If so, 
this estimate should have read 100 
gallons per hour, as testified to by 
the water consumption tables of a 
dozen or more manufacturers in the 
business. 

It seems appropriate to further 
point out that immediately following 
this obviously gross mis-statement, 
the author has computed the usage 
of existing plants “running on a 12- 
month, 24-hour a day basis,” thereby 
arriving at a potential water demand 
of more than seven hundred billion 
gallons of water annually. 

While it is conceded that anyone 
may assume 12-month, 24-hour a day 
operation on a system, the fact of 
the case is that not more than one 
system in a hundred operates more 
than one hundred days per year and 
the great majority of these run from 
six to 12 hours, and not 24 hours. 

Correcting both of these erroneous 
assumptions results in an annual 
potential demand of approximately 
two billion gallons instead of the 
seven hundred billion indicated. 

We call attention to these facts 
in the hope that you may correct 
or make suitable explanation in 
future issues of this bulletin, and 
that you will so far as_ possible, 
clarify the matter by bulletin to 
persons who have already received 
the bulletin. 

We are heartily in agreement with 
some of the general conclusions 
drawn in regard to the wastage of 
water and the necessity for con- 
servation. In fact, our company 
realizing the approach of this situa- 
tion several years ago, developed and 
released evaporative condensers for 
application on all equipment of over 
five tons capacity, by means of 
which the total water consumption 
of any system is reduced approxi- 
mately 95% without any appreciable 
loss in efficiency. 

However, this bulletin will obvi- 
ously fall into the hands of many 
ill-informed public servants in the 
water departments of this country 
and these astounding figures on 
water consumption may create a 
panic, even in cities having ample 
capacity to serve water-cooled sys- 
tems of moderate demand, to an 
altogether unwarranted degree. 

We sincerly trust that your de- 
partment will give this matter care- 
ful consideration and take appro- 
priate action. A copy of this letter 
is being forwarded to AIR CONDITION- 
ING AND REFRIGERATION NEWS in the 
hope that their editors in the interest 
of the industry, may examine the 
bulletin and if their views agree with 
ours, disseminate to readers those 
qualifying facts which are necessary 
to obtain a clear picture of this 
situation. W. J. AULSEBROOK, 
Ass’t. Sales Manager. 


Attic Fans in Western 
New York State 


Buffalo Niagara & Eastern Power 
Corp. 
Buffalo, N. Y. 
Sept. 24, 1937 
Air Conditioning Editor: 

We note in a recent issue of your 
paper an article on attic fans. This 
article does not place some adver’ is- 
ing of attic fans in a very favorable 
light. 

While we, as a utility, do not :e]j 
this type of equipment, we have in. 
vestigated its possibilities in the a: .as5 
served and have reached the c»n- 
clusion that an attic fan in our te rri- 
tories can be used to distinct ad: an- 
tage. 

In the western division, cove; ng 
Buffalo, it is not unusual for sum ner 
night air to drop as low as 60°; and 
with the use of an attic fan cap ble 
of giving anywhere from 18 tc 30 
air changes per hour, the inside ‘+m- 
perature may be reduced many de- 
grees. 

We do not claim in any of our 
advertising that an attic fan wil] 
keep the temperature of the hv: use 
lower than outside temperature, and 
we have found by the use of record- 
ing thermometers that the temp«ra- 
ture differential will be approxi- 
mately 4 to 5° in this territory. 

Under the circumstances, where 
the dry-bulb temperature at midday 
is well over 80 and the 4 a.m. iiry- 
bulb temperature is approximately 
60°, it is within the realms of reason 
to believe that an attic fan can be 
of service. 

We are sending you herewith a 
copy of the advertising we have used 
to acquaint the public of this section 
with the advisability of using an 
attic fan. WALTER P. DAVIS, 

Power and Heating Bureau. 


Editor’s note: Excerpts from circu- 
lar are as follows: 

“Does your home run a HIGH 
FEVER in the cool of the evening? 

“All day the SUN pours HEAT 
into your attic. Sometimes the tem- 
perature on the roof and walls is 
as high as 130 degrees and the attic 
is extremely hot. 

“All night this accumulated HEAT 
pours into bedrooms and the rest of 
the house. 

“Although the outside air is de- 
lightfully COOL, inside the house it 
is like an oven. 

“Let an ATTIC FAN draw in the 
night air, circulate it through your 
bedrooms and DRIVE OUT the ac- 
cumulated hot daytime HEAT. 

“This summer wouldn’t you and 
your family like to go to bed in a 
comfortable room, get a refreshing 
rest and feel ‘tops’ in the morning?” 


Answer: Under the _ conditions 
mentioned in your letter, in which the 
night temperature is in the sixties 
following a hot day during which the 
sun’s heat has been stored in the 
building construction, there is no 
doubt that a properly made attic fan 
installation of suitable capacity will 
appreciably cool the house before 
bedtime and so improve comfort very 
materially for sleeping. 

Of course, an air-conditioning in- 
stallation which employs refrigera- 
tion will do a better job and will be 
effective during daytime as well, but 
it will cost considerably more, 80 
that many customers will be found 
for the attic fan who do not believe 
themselves justified in making the 
greater investment required for the 
superior comfort-making machine. 

After the attic fan installation has 
been made, if the customer at any 
time should reach an economic level 
which brings air conditioning within 
his financial reach, he may aid the 
air conditioning without interference 
with his attic fan and with no ovel- 
lapping or duplication of functions, 
because both types of cooling will 
supplement and assist each other in 
keeping their owner comfortable ™ 
the good old summer time. 

Your circular tells the story in 4 
appealing, yet truthful way. 


Both mannufacturer and service man 
appreciate the many superior features of 
Marsh ammonia gauges. First there is the 
patented stabilizer that protects against 
sudden impact, shock, or pulsa pres- 
sures. Then there is the recalibrator 
which makes it possible to actually 
recalibrate the gauge with a simple screw 
penn Ay <p - « «- and then the 
ente arrangement which provides 

po My _ divisions in e low 

ra’ range. 

AS. P. MARSH CORPORATION 
outhport Avenue, Chicago, > 
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Service Engineer Puts Shop and 
Home on Wheels to Serve 


N. Mexico Oil Field Towns 


Returning to Los Angeles, Mr. Mc- 
Gregor bought a White passenger 
bus and remodeled it into a regular 
service shop. The “shop” itself is 
30 ft. long overall, with net interior 
dimensions of 22 ft. long, 8 ft. wide, 
and 6 ft. high. 


MRS. McGREGOR ASSISTS 
Rear 7 ft. of the bus was con- 


the bus is a medicine cabinet, a small 
full-length wardrobe, and a small 
desk equipped with a typewriter and 
complete files for service records 
and reports. 

The front, or shop-section of the 
bus is 15 ft. long, and has benches 
approximately 714 ft. long on either 
side. These are fitted with a total 
of 41 drawers, divided into small 


the ability of Mrs. McGregor in light 
shop work, including float valve and 
switch repair, soldering, and similar 
tasks. She has assisted her husband 
ever since he has been operating his 
own business, and recently aug- 
mented her training with a course in 
air conditioning and refrigeration at 
Frank Wiggins Trade School, Los 
Angeles. 


ns HOBBS, N. M.—A bus equipped as , opened his own service business six | verted into living quarters for Mr. compartments for storage of parts. In addition to carrying the small 
my a portable service station is the | years ago under the name of Friger- | and Mrs. McGregor, the latter a| Left side of the shop, as seen from | parts required for most refrigeration 
le answer Which Roy A. McGregor be- | ation Service Co. | mechanic of considerable experience | the front of the bus, contains the | service jobs, Mr. McGregor also is 
liev;s will solve the problem of This last summer, however, Mr. | in refrigeration service work and a/| vise and a number of bolted-down stocking a number of repair switches 
ell covering the small oil-field towns | McGregor decided to discontinue his | valuable member of the company. small motors; on the right side is a | and compressor assemblies, which 
ns witiin a radius of 50 miles of Hobbs | Los Angeles operation and look for Living quarters are equipped with | small lathe with an 81%-in. swing | can be used as exchanges should 
“ as «1 independent refrigeration serv- | a location farther east. After sur- | running water from a tank in the | and a 36-in. bed. occasion require. 
a ice ‘ealer. veying the New Mexico and west | rear of the bus, a sink, both gasoline The large bus will be used ony on 
. H-adquarters of the traveling serv- | Texas territory, he hit upon the oil | and electric heat for cooking, and SHOP EQUIPMENT swings through the outlying  terri- 
re ice .ealership have been established | fields of New Mexico as the most | the usual cooking utensils. Sleeping Also in the shop is an air compres- | tory, on a round-up of refrigeration 


here because Hobbs is the center of 
a nimber of towns, none of which is 
large enough by itself to support a 
pernianent service operation. 

In the refrigeration business since 
1925, first with Frigidaire in Florida 
and later with the company in sev- 
eral locations in Los Angeles and 
southern California, Mr. McGregor 


likely spot in which to start a new 
business venture. 

Oil-field towns had grown rapidly, 
but none of them was large enough 
to support a service company operat- 
ing only in it. Still all of them needed 
refrigeration service. He finally hit 
upon the portable service station 
plan as the answer to the problem. 


room was a problem, since the rear 
seat running all the way across the 
bus was not wide enough for a 
double bed, but by lifting the back 
of the seat an upper and lower berth 
could be arranged at night, to make 
most economical use of all available 
space. 

Also in the living quarters aboard 


—_ 


How a Bus Was Converted Into a Service Shop to Serve Outlying Areas 


sor with an ample storage tank, a 
grinder, and a 3-hp., 110-volt genera- 
tor which may be used for lights or 
motor testing. The bus has two 
separate sets of lights—12-volt, fur- 
nished as regular equipment, and 
110-volt 60-cycle, obtained from the 
generator or obtainable from an out- 
side source. 

Only piece of home equipment for 
which room could not be found in the 
living quarters is the electric refrig- 
erator. This was placed immediately 
in front of the rear door on the left 
side of the shop, where it is easily 
accessible. 

Although gas and electricity are 
used for heating and cooking at 
present, Mr. McGregor hopes eventu- 
ally to equip the bus for Butane 
operation, in which case this fuel 
could be used for heating, cooking, 
and all shop torch work as well. 

Adding to the likelihood of the 
traveling service station’s success is 


calls. On short trips and emergency 
calls, Mr. McGregor plans to use the 
panel delivery truck in which he 
made his service calls out of his 
former Los Angeles location. Both 
truck and bus will be stationed at 
Hobbs headquarters between trips. 


George Eager Joins Servel 
Service Department 


EVANSVILLE, Ind.—George S. 
Eager, experienced refrigeration 
service man, has joined the factory 
service department of Servel, Inc. 

Mr. Eager started servicing Servel 
units in 1926 for Adirondack Light 
& Power Co., Schenectady. Since then 
he has serviced refrigeration equip- 
ment for the former New York City 
and Cleveland branches of Servel; 
New York Power & Light Co., 
Albany, N. Y.; Elliott & Evans, Inc., 
Cleveland; and as an independent. 


Cy ELECTRIC WATER COOLERS 


(1) View of Roy A. McGregor’s 
“service shop on wheels” looking 
from the door into the living 
quarters towards the driver’s 
seat. (2) Left wall of the living 
quarters in the converted bus, 
showing the galley where Mrs. 
McGregor prepares the meals. 
(3) Right wall of the shop. On 
the bench are a lathe and some 
spare motors. (4) Picture taken 
through the door leading into 
the living quarters. (5) “Neat 
and compact but complete” 
properly describes the Roy A. 
McGregor service shop- on 
wheels. This picture was taken 
through the windshield. 


Profitable cooler business depends on hav- a 
ing the right coolers to sell. Cordley Coolers 
are compact and good- looking; a simple, 
woubledees mechanical unit; made by a 
concern specializing in water coolers for 
almost a half century. Priced to give you 
an attractive profit, t hows coolers are used 
by such representative concerns as Sears . 
Roebuck, American Optical Company, 
Remington Rand, Otis sea Sun Oil 
Co., Pacific Mills, CornpLEY & Hayes, 141 
Hudson Street, New York City. 


The HOLCOMB & HOKE 


NEW DEALER PLAN— 


offers you an exclusive franchise which includes a complete 
line of Dulux and porcelain cases—market coolers and 
boxes . . . priced to meet all competition. 


Our New Dealer Finance Plan advances you more cash per 
sale. 


We furnish the products and fimance the sales, 


All We Ask You to Do Is SELL! 


; in- ; 

era Write, Wire or Phone At Our Expense for Full Particulars. 

ll be 

_ but 

2 HOLCOMB & HOKE MFG. CO. 

nt 1545 E. Van Buren St. Indianapolis, Indiana 

the 

- the 

e. 

| has . 

any Mr. and Mrs. Roy A McGregor and ment in the oil fields region of New This and other pictures on this page D | ST a | & UJ T 0 é § ; W p n 

level mascot pose on the hood of the bus Mexico. Mr. McGregor covers the were taken by L. P. Roth of Refrig- ae ae 

ithin Which Mr. McGregor converted into a towns within a radius of 50 miles of eration Service, Inc., Los Angeles 

i the traveling refrigeration service shop Hobbs, N. M., and will go farther refrigeration supply = bed ny ot 

rence and home, and by means of which he distances if required. His wife is an which firm’s headquarters s photo- 

ove!’ is able to mune refrigeration equip- able assistant in his service work. graph was taken. DISTRIBUTORS! Increase your 

‘ions, sales and earnings on electrical 

a refrigeration equipment by sell- | 

e i ing the Percival Line. Percival | 
equipment meets every require- 

ae ment of the modern food store. 

——— 
For Mechanical 
Refrigeration Only 


DESIRABLE TERRITORIES 
still available. Write for details 
of attractive, profit-making 
franchise. 
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Write on your letterhead 


We protect the Dealer 


THE HARRY ALTER COMPANY ~ 


1728 S. Michigan 
NEW YORK: ST. LOUIS: CLEVELAND 


‘BRANCHES 


Ave., Chicago 


AIR CONDITIONING 


SURVEYS 


SUMMARIES OF INSTALLATIONS 
FOR COMFORT COOLING MADE 
IN $3 U S TRADING CENTERS 


Bored on reports of mutalletions 
furnished by public willines to 
AIR CONDITIONING AND 
REFRIGERATION NEWS 


Pace 50 comme 


Compact 1907 by 
BUSINESS NEWS PUBLISHING CO 
ee el OrTPOH sac 


A turn of the screw 
raises or lowers the 
strike in its socket to 
make hair-line adjust- 
ments of offsets. 


KASON 
K-40* 


SALES MANAGERS 


Distributors & Contractors— 


This eighty-four page book summarizes installa- 
tions of air-conditioning equipment to date in 
55 U. S. trading centers. A complete tabulated 
reproduction of installation data as furnished 
by utility companies to Air Conditioning and 
Refrigeration News, bound into a _ convenient 
6 x 9” book. 


Price per copy, postpaid, 50 cents 


BUSINESS NEWS PUBLISHING CO. 
5229 Cass Ave., Detroit, Mich. 


FORGED-BRASS LATCH 


EQUIPPED WITH PATENTED, MICROMETER STRIKE 


Acknowledged to be the finest, small latch available for 
refrigerator service. 
with a super-serviceability far greater than mere necessity 
demands. 
Strike which permits hair-line adjustments of offsets. 


Ruggedly constructed of Forged-Brass 
Equipped with the patented Kason Micrometer 
KASON 


Forged-Brass 
manufacturer. 


manufactures a complete line of 
hardware for the refrigerator 
Write for Catalog No. 38. 


KASON HARDWARE CORPORATION 


127-137 Wallabout St., Brooklyn, N. Y. 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R. 
DETROIT, MICH. 


| 


all types . appliances, because they pro- 
vide silent, dependable transmission— __ 
because their powerful grip prevents | 


° slippage—because they run smoothly 
_ without weaving, twisting or vibrating. A _ 
: ey distributor ie a complete atpeke. 


"DAYTON RUBBER Loiibctiunins 


DAYTON, OHIO > . 


QUESTIONS 


Suppliers of Parts 

No. 3124 (Parts Jobber, Wisconsin) 
—“‘We are preparing a catalog for 
our trade, and we would like infor- 
mation as to the manufacturers of 
the door latch springs for refrigerator 
locks for doors, shelf hooks, rubber 
shields for shelf hook and the Kling 
Tite stapler for door gasket.” 

Answer: Following is a list of 
manufacturers of the items about 
which you inquire. 
Door Latch Springs: 


Grand Rapids Brass Co. 
Grand Rapids, Mich. 


Kason Hardware Corp. 

127 Wallabout St., Brooklyn, 
Winters & Crampton Corp. 
Grandville, Mich. 
National Lock Co. 
Seventh St. & 18th Ave., 
Sargent & Co. 

45 Water St., New Haven, Conn. 


Knape & Vogt Mfg. Co. 
658 Richmond St., N. W. 
Grand Rapids, Mich. 


Dent Hardware Co., Fullerton, Pa. 
Shelf Supports (Metal): 

Bingham Stamping & Tool Co. 
1062 Post St., Toledo, Ohio 

Garden City Plating & Mfg. Co. 
1430 S. Talman Ave., Chicago, Ill. 


Hunter Pressed Steel Co. 
Pierce & Linden, Lansdale, Pa. 


Gustave Lidseen, Inc. 
832 S. Central Ave., Chicago, IIl. 


Kason Hardware Corp. 

National Lock Co. 

Sargent & Co. 

Knape & Vogt Mfg. Co. 

Rubber Shields: 

Aetna Rubber Co. 

815 East 79th St., Cleveland, Ohio 
American Hard Rubber Co. 

11 Mercer St., New York, N. Y. 
Luzerne Rubber Co., Trenton, N. J. 
Miller Rubber Products Co. 

S. High St., Akron, Ohio 

United States Rubber Co. 

1790 Broadway, New York, N. Y. 

We would suggest that you contact 
the United States Indestructible Gas- 
ket Co., 827 East 15th St., Brooklyn, 
N. Y., regarding Kling Tite staplers. 


Finned Tubing 


No. 3125 (Dealer, Missouri)—“Would 
it be possible for you to forward me 
a list of manufacturers of finned tub- 
ing? If there is a cost please advise.” 

Answer: The following manufac- 
ture finned tubing: 

Acme Welded Pipe & Coil Co. 

1700 Cooper St., Jackson, Mich. 
Bridgeport Brass Co. 

778 E. Main St., Bridgeport, Conn. 

Bush Mfg. Co. 

100 Wellington St., 
Fedders Mfg. Co. . 
57 Tonawanda St., Buffalo, N. Y. 

The G & O Mfg. Co. 

1388 Winchester Ave., New Haven, Conn. 
McCord Radiator & Mfg. Co. 
2587 E. Grand Blvd., Detroit, 
McQuay, Inc. 

1600 N. E. Broadway, Minneapolis, Minn. 
Peerless of America, Inc. 

515 W. 35th St., Chicago, IIl. 
Refrigeration Appliances 

1342 W. Lake St., Chicago, Il. 

Rempe Fin Coil Co. 

340 N. Sacramento Blvd., Chicago, Ill. 
Rome Turney Radiator Co., Rome, N. Y. 
Trenton Auto Radiator Works 


mM... Xs 


Rockford, Ill. 


Hartford, Conn. 


Mich. 


626 Brunswick Ave., Trenton, N. J. 
Wolverine Tube Co. 
1491 Central Ave., Detroit, Mich. 


Parsons’ Address 


No. 3126 (Air-Conditioning Dealer, 
London, England)—“We shall be very 
much obliged if you will communicate 
with John R. Parsons whose address 
is unknown to us, and request them 
to send us full particulars on the 
Therhumiter Effective Temperature 
Indicator, with literature and also 
their best trade terms.” 

Answer: Address John R. Parsons, 
151 East 19th St., New York, N. Y. 


—_—<—<—— 


SUPPLY JOBBER ACTIVITY 


a 


Credit Association Is 
Formed by Midwest 


Supply Jobbers 


DES MOINES—Refrigeration sup- 
ply jobbers of Iowa and surrounding 
territory met Sept. 20 at the Fort 
Des Moines hotel and formed the 
Midwest Refrigeration Supply Job- 
bers’ Credit Association. 

J. O. Harvey, of National Refrig- 
eration Service, Sioux City, Iowa, 
was elected temporary chairman of 
the group; E. L. Bengston, Republic 
Electric Co., Davenport, Iowa, was 
elected temporary secretary. 

Most of the day was spent dis- 
cussing the various problems which 
confront refrigeration jobbers in this 
territory. The next meeting is sched- 
uled to be held in Chicago during 
the national convention of the Re- 
frigeration Service Engineers Society. 

Member companies in the new 
organization and their representatives 
are: 

Mrs. Austin Jones, United Supply 
Co., Omaha; Mr. R. F. Winterbottom, 
Winterbottom Supply Co., Waterloo, 
Iowa; Mr. Harvey, National Refrig- 
eration Service; C. W. Helstrom, 
Globe Machinery & Supply Co., Des 
Moines; C. W. Dennis, Refrigeration 
Supply Co., Sioux City, Iowa; J. S. 
Kimmel and Mr. Bengston, Republic 
Electric Co. 


Los Angeles Jobber Opens 
Two Wholesale Branches 


LOS ANGELES — Refrigeration 
Supplies Distributor, jobber of re- 
frigeration and air-conditioning sup- 
plies with headquarters here, has 
opened wholesale branches in Long 
Beach, Calif., and Phoenix, Ariz. 

The Long Beach branch is under 
the management of George Goldner, 
who has been connected with the re- 
frigeration industry in that city for 
several years. The Phoenix branch 
is managed by J. C. White. 


Harry Alter Opens West Side 
Branch in Chicago 


CHICAGO—The Harry Alter Co., 
refrigeration parts and supplies job- 
ber, has opened a new west side 
branch store at 5225 West Madison 
St. Joe Holub, who has been in 
charge of the company’s west side 
branch for the past two years, is 
manager of the new store. 


Berner-Pease Opens Branch 


In West Palm Beach 


WEST PALM BEACH, Fla.— Ber- 
ner-Pease, Inc., refrigeration supplies 
jobber with headquarters in Miami, 
has opened a branch store at 310 
Olive St. here. Mr. Wolf is manager, 
and John C. Graves is in charge of 
the refrigeration department, of 
both stores. 


Linde Moves Boston Office 


BOSTON—District office of The 
Linde Air Products Co., unit of Union 
Carbide & Carbon Corp., has been 
moved to 441 Stuart St. 


Pratt Heads Wester: 
Delegation to Jobbe; 
& Service Meetings 


SAN FRANCISCO — Clarencs F, 
(Sandy) Pratt, president of Ca ‘ifor. 
nia Refrigerator Co. and a dir ctor 
of National Refrigeration Svpply 
Jobbers Association, will hesd gq 
delegation of west coast jobber: and 
service men to the three conve: ions 
of parts manufacturers, jobber: and 
service men to be held in Chicago 
the week of Nov. 1. 


Conventions include those o* Re. 
frigeration Service Engineers So :iety, 
National Refrigeration Supply Job. 
bers Association, and Refrige: ation 
Supplies and Parts Manufac irers 
Association. The California delega- 
tion plans to leave San Fravcisco 
on Oct. 28, arriving in Ch.cago 
Oct. 31. 


Borg-Warner Hanciles 
Whitehall Products 


CHICAGO—Borg Warner Service 
Parts Co., subsidiary of Borg-\ar- 
ner Corp., has been named exclusive 
distributor and representative in the 
middle west for Whitehall Equip- 
ment Co., Inc., manufacturer of ac- 
cessories for automatic heating sys- 
tems, according to an announcement 
by Donald B. Cush, sales manager 
for the Whitehall organization. 

The territory covered by the Porg 
Warner Co. will include Missouri, 
Kansas, Minnesota, Iowa, Wisconsin, 
Illinois, Indiana, Ohio, and Michigan. 
Warehouse stocks will be maintained 
in Detroit and Chicago. 

Whitehall equipment used in con- 
nection with oil burners, coal stokers, 
and gas burners, includes the Weco 
Gage-Lite, Weco-Sturgis Heat Boost- 
er, Weco-Excelzol Boiler Compound, 
Weco Tank Gauge, and Weco Drafto- 
lator. 

Ray P. Johnson is director of the 
refrigeration and _ air-conditioning 
branch of Borg Warner Service Parts 
Co. 


Knox Wins Airo Supply 
World Series Contest 


CHICAGO—Airo Supply Co., re- 
frigeration parts and supplies jobber, 
announces Charles Knox of South 
Haven, Mich., as winner in the world 
series baseball contest which it con- 
ducted this summer among its cus- 
tomers. The contest closed Sept. 28. 

The winner received a free ticket 
to the world series games for writing 
the best 50-word letter on “Why I 
like to buy from Airo Supply Co.” 

Judges in the contest were Arch 
Ward, sports editor of the Chicago 
Tribune; E. A. Vallee, vice president 
of Automatic Products Co., Milwau- 
kee; and I. H. Malin, business man- 
ager of the Southeast National Bank 
of Chicago. 


Spangler Moves to Larger 
Quarters in New Orleans 


NEW ORLEANS, La.—Branch of- 
fice of the Spangler Co., Inc., refrig- 
eration supplies jobber with head- 
quarters in St. Louis, has been moved 
to larger quarters at 616 Carondelet 
St. 
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Cooling bettled goods from room temperature to de- 
sired degree in 30 minutes—enormous capacity — 
ability to hold cold longer (from 3 to 6 hours)\—no 
“hot spots —protected coils that promote sanitation 
and prevent loose labels, dirt, or other debris from 
retarding —_ refrigeration — super- powered — precision 
built—THESE FEATURES enable PELCO to out- 
perform any cooler you've ever seen! 


GET the FACTS on PELCO today. 
Address Desk A-107 
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AIR CONDITIONING 


_—— 


'V’ Type Compressor 
Used in New York 
System by G-E 


NEW YORK CITY—Said to rep- 
resen’ the first installation in this 
city of General Electric’s new 8- 
cylincer “V” type compressor, the 
air-ccaditioning installation recently 
made here at the City Athletic Club 
at 50 West 54th St., is now in oper- 
ation. 

The conditioned rooms include the 
jounge. lobby, main and private din- 
ing rooms, billiard room, card room 
and governor’s room. 

The air-conditioning system is of 
the indirect type, the air supply to 
the conditioned rooms being condi- 
tioned by being circulated in contact 
with extended fin heat transfer sur- 
face cooled by circulation of chilled 
water, which in turn is cooled by 
means of a refrigerant-cooled water 
cooler. 

Refrigerating effect for cooling the 
water is furnished by the new refrig- 
erating unit, which is a 40-hp. model, 
while circulation and conditioning of 
the air is accomplished by means of 
an assembled General Electric in- 
direct air conditioner with two 
external air circulating fans. 


Refrigerating and water cooling 
equipment is located in the basement 
while the air conditioner is located 
at the plenum chamber in a space 
between the second and third floors. 


The air-distribution system is zoned 
for flexibility of control, and individ- 
ual temperature control of each zone 
is obtained by thermostatically con- 
trolled steam backheater coils located 
in the main air-supply duct to each 
zone. 

The refrigerating unit is auto- 
matically controlled by means of an 
immersion thermostat or water tem- 
perature controller, installed in the 
chilled water piping from the water 

wler. The design is based upon an 

entering water temperature to the 
coler of 48° F. and a final water 
temperature leaving the cooler of 

40° F, 

The total air circulation through 
the air-conditioning system is said 
to be 8,250 c.f.m. 


Massimi Heads Apt. House 
Sales for Kelvinator 


(Coneluded from Page 1, Column 3) 
mediately in setting up the nation- 
wide activities of the new organiza- 
tion. Headquarters will be in the 
Chanin building, New York City. 

The new department will coordi- 
nate the activities of the Kelvinator 
sales organization as regards apart- 
ment household appliance _ sales 
throughout the entire country, and 
Will center its activities on the three 
Principal divisions of the apartment 
house market: new building, renova- 
tion, and replacement. 

Mr. Massimi comes to Kelvinator 
with a background of many years 
experience in household appliance 
merchandising. 

He was for a time connected with 
the test department of the General 
Electric Co. From 1927 to 1937 he 
was manager of the apartment house 
‘partment of Rex Cole, Inc., New 
York City G-E distributor. 


Fedders Adds 2 Units 
To Year-Around 


Equipment 


BUFFALO—Two new units, of 1%- 
ton and 18-ton capacity, have been 
added to the “all-season” line of air- 
conditioning units produced by Fed- 
ders Mfg. Co. 

Addition of these models gives the 
Fedders organization a full line of 
self-contained, year-around central 
units delivered on a package basis 
ready to install. 

Any refrigerant except ammonia 
can be used in the cooling coils, or 
coils can be provided for use with 
cold water. Replaceable, double-depth 
air filters are used, and Fedders high 
capacity thermostatic expansion 
valves are located on the exterior 
of the cabinets. 

Centrifugal, multi-blade fans run 
on graphite-bronze, self-aligning 
sleeve bearings floated on rubber. Oil 
cups are located on the outside of the 
cabinets for convenient lubrication. 


Boise Dealers Sponsor 
Cooperative Drive on 
Air Conditioning 


BOISE, Idaho—Five air-condition- 
ing dealer-contractors here are run- 
ning a newspaper campaign to edu- 
cate the public on the true meaning 
of air conditioning, and to combat 
indiscriminate use of the term by 
dealers selling fans and ventilating 
systems. 

Advertisements run over. the 
signatures of the firms ask “What is 
Air Conditioning?” then set forth 
the following standards: 

“1. Control temperature by heating 
in winter and cooling in summer. 

“2. Control humidity by adding 
moisture in winter and cooling in 
summer. 

“3. Supply ample ventilating to 
eliminate odors, and smoke. 

“4, Evenly distribute by causing 
a controlled circulation of properly 
tempered air which will give ‘life’ 
to the air and produce effective mild 
distribution. 

“5. Cleanse the air by removing 
dirt and minimizing odors.” 

Firms engaging in the campaign 
are: Norge Intermountain Co. of 
Boise (Norge); Electrical Products 
Consolidated (Carrier); Radio Supply 
Co. (Frigidaire); Holmes Electric Co. 
(General Electric), and The Saw- 
tooth Co. (Westinghouse). 


August Electric Range Sales 
Total 26,000 Units 


(Concluded from Page 1, Column 1) 
sales for the eight months’ period 
represent an increase of approxi- 
mately 40% in number of units, and 
43% in dollar value. 

Average price per unit for 1937 
sales through August was $70.92, as 
against $69.38 for the same period 
last year. 

Manufacturers’ sales during August 
totaled 26,000 units valued at $1,839,- 
891, compared with 20,604 units 
valued at $1,467,762 in August, 1936. 
This is a gain over last August of 
26.2% in number of units, and of 
25.4% in dollar value. 


Pacific Coast Group 
Studies Power for 
Air Conditioning 


SAN FRANCISCO—Increased use 
of air conditioning in the Pacific 
Coast area in the next few years 
will necessitate considerable expan- 
sion of existing facilities for power 
distribution, in the opinion of Arthur 
H. Halloran, head of the electrical 
division of the Golden Gate Interna- 
tional Exposition scheduled to be 
held in 1939. 

Facilities of most western power 
plants and transmission systems are 
more than adequate to meet this 
demand, Mr. Halloran explained, but 
heavy investments must be made by 
lighting and power companies in new 
distribution systems. Expansion of 
these systems will inevitably result 
in increased sales of transformers, 
switches, conduit and other power 
distribution equipment, Mr. Halloran 
stated. 

This steadily growing demand for 
electric power by users of air-condi- 
tioning equipment was given serious 
consideration at the recent meeting 
of the Pacific Coast Electric Asso- 
ciation, when association members 
discussed the activities of the Com- 
bined Committee on Air Conditioning 
ing which was formed last year 
under the chairmanship of E. G. 
Stahl. 

Anticipating extensive displays of 
air-conditioning equipment at the 
1939 Exposition, Mr. Halloran pointed 
to the already numerous displays 
planned by manufacturers of sheet 
metal, heating, electrical, and refrig- 
eration equipment. 

The entire exhibit of Westinghouse 
Electric & Mfg. Co. will be air condi- 
tioned, Mr. Halloran declared. 


100% Rental Reported by 
First Conditioned 
Apartment in N. Y. 


NEW YORK CITY—Air condition- 
ing has meant the difference between 
obsolescence and prosperity to the 
12-story apartment building at 400 
Park Ave. here. Every apartment in 
the building has been rented, it was 
announced last week. 

The building, which is owned by a 
subsidiary of the New York Central 
railroad, is the first apartment house 
in New York City to be fully air con- 
ditioned. 

“Expectations of the owners of the 
400 Park Ave. building have been 
fulfilled,” said William B. Hender- 
son, executive vice president of the 
Air Conditioning Manufacturers’ As- 
sociation. “The foresight of the 
owners in providing air conditioning 
is justified. According to tenants, the 
installation has made for cleanliness 
and comfort as well as _ healthful 
living.” 

In the reconstruction of the build- 
ing, space units were re-arranged 
into 44 apartments with a five-room 
apartment and three six-room apart- 
ments on each floor. The street level 
shops along the Park Ave. facade 
also were air conditioned and are 
100% rented. 


Florida Sales Corp. to Sell 


Kelvinator Conditioner 


MIAMI, Fla.—Florida Sales Corp. 
has been appointed distributor in 
this area of Kelvinator commercial 
air-conditioning equipment. Alton 
Crawford is president of the com- 
pany, and Leo Edwards is vice presi- 
dent. 


production. 


otherwise specified. 


installation. 


PAR AIR COOLED HIGHSIDES 


P AR refrigerating equipment has been designed by men with 
years of experience in the commercial refrigeration industry. 
All models have been thoroughly tested before approving for 


Multiple cylinders of large capacity insure very low operat- 
ing speeds. Sizes 14 to 1 horse power are -wo cylinder pumps. 
Sizes 1% and 2 horsepower are V type four cylinder pumps. 

Par highsides are designed for use with Freon or Methyl 
Chloride refrigerants. All units are charged with Freon unless 


All air cooled highsides are equipped with oversize con- 
densers, extra large receivers, sight oil gauge, shut-off valve 
between condenser and receiver, completely wired ready for 


Attractively finished, red pressed steel base, motor-com- 
pressor—control, black enamel, belt and fan guard silver. Base 
silver striped as shown in illustration. 


MODERN EQUIPMENT CORPORATION 
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CLASSIFIED 
ADVERTISING 


RATH#S: Fifty words or less, one inser- 
tion, $2.00, additional words four cents 
each. Three insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing and Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


WANTED: Service man for Norge and 
Frigidaire refrigerators and other elec- 
trical appliances. Must be sober, and 
neat in appearance. Permanent position. 
ASHLEY’S ELECTRIC SHOP, 35 W. 
Church Street, Newark, Ohio. 


FRANCHISES AVAILABLE 


COMPLETE LINE OF REFRIGERATOR 
Display Cases, Walk-In Coolers, and 
Refrigerators for Meat Markets, Grocers, 
Restaurants, etc. Sell with Ehrlich line of 
Compressors, or with any other line of 
Machines. Attractive discounts, also 
liberal financing arrangements to help 
sell. 69 years in business. Write for 
full information and catalog. 
H. EHRLICH & SONS MFG. CO. 
REFRIGERATOR BUILDERS 
St. Joseph, Mo. 


FRANCHISES WANTED 


AN EXPERIENCED COMMERCIAL RE- 
FRIGERATION ORGANIZATION WITH 
COMPLETE SELLING, ENGINEERING, 
INSTALLATION AND SERVICE FACILI. 
TIES IS INTERESTED IN SECURING 
EXCLUSIVE DISTRIBUTOR’S FRAN- 


CHISE IN METROPOLITAN NEW YORE 
DISTRICT. BOX 980, AIR CONDITION- 
ING AND REFRIGERATION NEWS. 


EQUIPMENT FOR SALE 


ATTENTION SERVICE MEN! Do you 
have an extra or spare Frigidaire com- 
pressor body? Can supply the following 
models at once. These may be had either 
reoperated and guaranteed or as is. 
Models Twin S, G, K, O, L, Y, N, CG. 
Also sump tanks for all models. Can 
supply a limited amount of motors 110, 
220, 60 cycle, from a -% hp. to a 1 hp. 
Prices for above items may be had on 
request. REFRIGERATION SURPLUS 
JOBBERS, 5622 Woodland Ave., Cleve- 
land, Ohio. 


SERVICEMEN AND DEALERS )ssave 
money. Buy “used as is” refrigerators. 
Spray and recondition them yourself. 
Kelvinators $12.00; Frigidaires $15.00; 
Copelands $14.00; Bohns $14.00; General 
Electric $15.00; Majestics $12.50; Electro- 
lux $25.00; others $10.00. Closeout ten 
.5% cu. ft. 1936 Stewart-Warners $84.75 
each. PILGRIM REFRIGERATION CO., 
45-33 50th Street, Woodside, L. I., N. Y. 


REPAIR SERVICE 


DOMESTIC REFRIGERATION controls 
repaired. Ranco pencil types, $1.75. Gen- 
eral Electric, Cutler-Hammer, Tag, Penn, 
Ranco box types, $2.00. Bishop Babcock, 
Majestic, Penn magnetic switches, $2.50. 
Each control individually calibrated to 
factory specifications. UNITED SPEED- 
OMETER REPAIR CO., INC., 436 West 
57th St., New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 


New York City. 


GILMERS on display PAY 


Attractive displays for Gilmer Belts. 
Gilmer Bar and Gilmer Hooks. 
Convenient, compact stock space. 
Easy to inventory. Take little room. 
Handy for service men and dealers. 


Real business builders. 


L. H. GILMER CO., Tacony, Philadelphia 
“The Oldest Firm of Rubber Fabric Belt Specialists” 


SALES 


| TYEE R’ 
REACH-IN BOX 


DEPT. EX. NILES, MICHIGAN 


WELDED 
STEEL 


SENSATION OF 1937 


Big waiting market for food stores, restaurants, bakeries, 
tap rooms, New principle ““Stratosphere”’ coiling. Maximum 
efficiency and capacity in small floor space. Dealers report 
tremendous demand. Big sales opportunity. Write today. 


TYLER Sz2les- Fixture COMPANY AEy, 


45 Cubic Feet of Storage Space! 


Model 650. It's today’s outstanding Refrigerator bargain! 


OEKLER triiersecea - Cc 
- stale peri. ROU treme. dents 


in this modern, gleaming white 6-door Model 650 Refrigerator 
Sufficient shelf space for 21 cases of beverage in the three lower 
compartments, yet it occupies less than 14 sq, ft. of floor space. 


Furnished with solid or glass type display doors in top section; 3” 
approved insulation, extra-height, re-tinned steel shelves. heavy 
chromium hardware, and your choice of DuLux or Porcelain hnish 


For GREATEST CAPACITY at LOWEST COST, investigate the 


$HERER-GILLETT CO.. MARSHALL, MICHIGAN . 
- Display and Storage Equipment for Retail Food Stores 


SHERER’S New 


Delicatessen Case 


Restyled—improved—increased value—all signifi- 
cant features of 
make SHERER Equipment easier to sell for its 
dealers and distributors. 

Addition of this modern, fast-moving line of store 
equipment will —_ added profits to you. Write 
for details about 


Shearer's constant efforts to 


e Sherer Case and Cooler 


Franchise. Some p Ah 
able territories still 
available. 


see SAID DISPLAY AND STORAGE EQUIPMENT 
FOR RETA FOOD STORES 


ESTARISIED HSI 


Sraaamumeiyy — 


THIS LINE SELLS ON sane j 


WEBER SHOWCASE & FIXTURE CO., INC. 
$700 Avalon Boulevard 


Weber brings the result of 35 years of ae 
manufacturing experience . America’s most 
beautiful line of Refrigerator Cases and Commer- 
cial Cabinets Exclusive territories now open — 
Complete financing plan 


Established 1902 Cable Address “Weberco.” 


Los Angeles 
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(is Conditioning 
Made Casy 


By F. O. Jordan 


Selection of Cooling and Heating 


Equipment for Commercial 


Installations 


SECTION NO. 20-B 
Commercial Load 
And Estimate 


(Continued) 


B. LATENT LOADS 


1. Occupancy Load. The latent oc- 
cupancy load consists of the moisture 
given off by the occupants. It is esti- 
mated by multiplying the number of 
“hour occupants” (estimated as de- 
scribed above) by the proper factor 
taken from Table 18. 

2. Outside Air Load. The latent out- 
side air load consists of the moisture 
which must be removed from the 
outside air in order to lower its mois- 
ture content to the moisture level 
desired within the conditioned space. 
Having estimated the cubic feet per 
hour of outside air as described above 
under the “sensible load,” the latent 
outside air load may be read from 
Table 20, using a dewpoint tempera- 
ture drop of 13° for the very humid 
Gulf states, 8° for the majority of 
the United States, and 4° for the 
dry “plains” regions. In the very 
arid western states it generally is 
unnecessary to consider any outside 
latent load. 

Another method is to multiply the 
cubic feet of outside air per hour 
by one of the following factors: 


Factor (Latent Load 


In B.t.u./Cu. Ft. 
General Locality Of Outside Air) 
eee tee 0.45—0.50 
Dry Plains Regions ......... 0.15—0.20 
Very Arid Localities........ 0.00—0.00 
eee GE GO Ui. Bi caves cine’ 0.25—0.30 


3. Appliance Load. The latent ap- 


pliance load consists of the moisture 


given off by appliances. It is esti- 


mated by multiplying the number of 
such appliances by the proper factor 
as taken from Table 19, and multi- 
plying the result by other factors as 
discussed above under “sensible load.” 

4, Entire Latent Load. The entire 
latent load is obtained by summating 
the above latent loads which occur 
simultaneously during the peak latent 
load hour. 


Cc. TOTAL LOAD 


The total load is determined by 
adding the entire sensible load to the 
entire latent load. The latent-to-total 
load ratio is determined by dividing 
the entire latent load by the total 
load. 

If the equipment is to be without 
humidity control or is to be provided 
with “automatic” (air by-pass type, 
or refrigerant by-pass type) humidity 
control, the total capacity and the 
latent-to-total capacity ratio of the 
equipment must equal the total load 
and the _ latent-to-total load _ ratio 
respectively. 

If “inherent” humidity control is 
desired, the “percent sensible reduc- 
tion coincidental with maximum 
latent load” must be determined by 
solving the equation: 

Per cent=[0.90x(Transmission plus 
Sun Load, plus Outside Air Sensible 
Load) ]+Entire Sensible Load. 

Depending upon this percent sen- 
sible reduction, select from Table 21, 
the proper percent increase in latent 
load and the proper percent decrease 
in sensible load and multiply the 
computed latent and sensible loads 
respectively by these percentage fac- 
tors to determine new latent and 
sensible loads. Upon the basis of the 


~@1 1937 line ofens wie: variety and sensational 
values. 6 big new features and iron-clad guarantee. 
Only Tyler gives one-piece “‘welded steel”’ construe- 
tion, 100% insulation. Wonderful sales opportunity. 
Most talked of and fastest selling line on market. 
WRITE today. 


TYLER Sales-Fixture COMPANY 


wets bend —_— MICHIGAN 


FOR SERVICE ee re 


% 


& NEW INSTALLATIONS | 


M&E Bare Compressors and complete units, avail- 
able with or without motors and controls, meet 
every need of the Assembler or Service Company 
with high quality, moderately priced. 


One, two and four cylinder models for SO-2, 
CH3CL and F-19. 


Write for new catalog — a valuable reference 


i h.p. to 20 h.p. 


MERCHANT & EVANS COMPANY. 


Philadelphia, Pa., 


U.S.A. Plant at Lancaster, Pa. 


ERE'S something entirely new in tube benders— 


You can make COILS with this new IMPERIAL tube bender! 


an Imperial hand tube bender that will not only 
handle all types of bends but you can easily form 
round and obround coils with it. Furnished in four 


sizes for %”, 42”, 48” and %” tubing. 


Call your jobber and try out one of 
these new No. 406-F tube benders. 


IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


new total load and the new latent- 
to-total load ratio, the equipment for 
inherent control may be selected. 


D. RECAPITULATION 


The preceding directions regarding 
the computation of the cooling load 
may be concentrated as follows: 

Sun and ‘Transmission Loads (Sen- 
sible). Multiply surface area in square 
feet by factor from Table 35, accord- 
ing to above directions. 

Occupancy Load (Sensible). Deter- 
mine quantity of outside air from 
Table 13, and multiply this air quan- 
tity in c.f.h. by 0.25, for a temperature 
differential between outside and in- 
side dry-bulb temperatures of 15°, or 
by 0.17 for a 10° differential. 

Appliance Load (Sensible). Multiply 
number of appliances by factor from 
Table 19 and proper percent of reduc- 
tion depending upon usage factor and 
air exhausted. 

Illumination Load. Multiply watts 
during peak load by 3.4. 

Entire Sensible Load. Summate 
sensible loads occurring simultane- 
ously. 

Occupancy Load (Latent). Using 
outside air quantity as determined 
above, read load from Table 20, using 
a dewpoint temperature differential as 
explained above, or multiply cubic 
feet of air per hour by a factor as 
given above. 

Appliance Loads (Latent). Multiply 
number of appliances by factor from 
Table 19, using proper reduction as 
explained above. 

Entire Latent Load. Summate latent 
loads occurring simultaneously. 


Total Load. Summate all simultane- 
ous loads. 


Cooling Equipment Selection 


A. DIRECT EXPANSION SYSTEM 


1. Air-Conditioning Unit. Select from 
performance tables for equipment 
used, so that sensible and latent 
capacities are not less than sensible 
and latent loads. 

2. Condensing Unit. Select from per- 
formance tables so that the capacity 
is equal to the “total” capacity (sen- 
sible plus latent) of the air-condition- 
ing unit at full load, at a suction 
pressure which is lower than the 
suction pressure at the air-condition- 
ing unit by about 1 pound per 20 feet 
length of suction line. Note that con- 
densing unit capacities may be 
changed by varying the pulley ratios 
as shown by the condensing unit 
performance tables. 

3. Suction Line. Select from Table 
26, according to the total load and to 
the pressure drop which has been 
allowed between the air-conditioning 
and condensing units. If slightly 
higher suction pressure at the con- 
densing unit would permit the use 
of a smaller condensing unit, reduce 
the suction pressure drop by selecting 
a larger suction line. 

4. Liquid Line. Select from Table 27, 
according to the length and the load. 

5. Ducts. If required, select sizes 
from Tables 38 or 39, depending upon 
permissable noise level. 

6. Discharge Grilles. Select from 
Table 25, depending upon temperature 
differential between room and dis- 
charge temperatures, distance of 
throw, and permissable fall. 


B. CHILLED WATER EQUIPMENT 


1. Air-Conditioning Unit. Select from 
performance tables so that sensible 
and latent capacities are not less than 
sensible and latent loads. 

2. Water Cooler. Select from perfor- 
mance tables according to the total 
capacity of the air-conditioning unit, 
and to the required inlet and outlet 
water temperatures. For well insu- 
lated lines of short or moderate 
length, line temperature rises may be 
neglected. 

3. Condensing Unit. Select from per- 
formance tables so that the capacity 
is equal to the “total” capacity (sen- 
sible plus latent) of the air-condi- 
tioning unit at full load, at a suction 
pressure which is lower than the suc- 
tion pressure at the air-conditioning 
unit by about 1 pound per 20 feet of 
suction line. Note that condensing 
unit capacities may be changed by 
varying the pulley ratios as shown 
by the condensing unit performance 
tables. 

4. Suction and Liquid Lines. Select 
from tables 26 and 27, depending upon 
total length and load, as described 
above for direct expansion system. 

5. Circulating Water-Flow. Read 
from air-conditioning unit of water 
cooler capacity tables, or compute by 
dividing total B.t.u. per hour by 500 

(Concluded on Page 15, Column 1) 


Table 38—Sizes for Quiet Ducts 


(This Table Is to Be Used in Determining Duct Sizes) 
(Use this Table When Very Quiet Operation Is Required) 
Table Based on .05 Inch of Water Per 100 Ft. Length of Rectangular Duct 


A Air Velocity Air Delivery | A Air Velocity Air Delivery 
Area In Thru Duct Thru Duct | AreaIn Thru Duct Thru Duct 
Sq. Pt. P.p.m. C.f.m. Sq. Ft. P.p.m. C.i.m. 
5 420 210 7.875 1150 9060 
-625 540 338 8.0 1152 9215 
75 610 » 457 8.125 1154 938¢ 
875 660 577 8.25 1156 954() 
1.0 687 687 8.375 1157 969 
1.125 713 802 8.5 1159 985): 
1.25 737 932 8.625 1161 1000°, 
1.375 759 1044 8.75 1162 1015: 
1.5 779 1168 8.875 1163 1030: 
1.625 - 797 1297 9.0 1164 1048) 
1.75 815 1426 9.125 1165 1063:) 
1.875 854 1600 9.25 1166 1080); 
2.0 870 1740 9.375 1167 1094) 
2.125 886 1884 9.5 1169 11109 
2.25 900 2025 9.625 1171 1128) 
2.375 914 2170 9.75 1172 11429 
2.5 926 2315 9.875 1173 11599 
2.625 938 2560 10.0 1174 11740 
2.75 949 2610 10.125 1176 11929 
2.875 960 2755 10.25 1178 12050 
3.0 970 2910 10.375 1179 12230 
3.125 980 3060 10.5 1180 12380 
8.25 989 3210 10.625 1182 12570 
3.375 998 3465 10.75 1183 12720 
3.5 1006 3520 10.875 1184 12830 
3.625 1014 3680 11.0 1185 13030 
3.75 1022 3830 11.125 1186 13200 
3.875 1029 3985 11.25 1187 13340 
4.0 1036 4145 11.375 1188 13500 
4.125 1043 4310 11.5 1189 13670 
4.25 1050 4460 11.625 1190 13840 
4.375 1056 4615 11.75 1191 14000 
4.5 1062 4775 11.875 1192 14160 
4.625 1068 . 4950 12.0 1193 14320 
4.75 1074 5110 12.125 1193 14470 
4.875 1079 5260 12.25 1194 14640 
5.0 1084 5420 12.375 1195 14780 
5.125 1089 5680 12.5 1196 14950 
5.25 1093 5740 12.625 1197 15120 
5.375 1097 5900 12.75 1198 15270 
5.5 1101 6060 12.875 1199 15320 
5.625 1105 6220 13.0 1200 15600 
5.75 1110 6380 13.125 1200 15740 
5.875 1112 6540 13.25 1201 15920 
6.0 1115 6690 13.375 1202 16080 
6.125 1118 6860 13.5 1202 16220 
6.25 1121 7000 13.625 1203 16410 
6.375 1124 7165 13.75 1203 16550 
6.5 1127 7335 13.875 1204 16700 
6.625 1130 7485 14.0 1205 16880 
6.75 1132 7640 14.125 1206 17050 
6.875 1134 7800 14.25 1206 17190 
7.0 1136 7950 14.375 1207 17330 
7.125 1138 8115 14.5 1208 17520 
7.25 1140 8260 14.625 1209 17700 
7.375 1142 8320 14.75 1210 17850 
7.5 1144 8585 14.875 1210 18000 
7.625 1146 8740 15.0 1211 18150 
7.75 1148 8900 


Table 39—Sizes for Ducts with Slight Noise 


(This Table Is to Be Used in Determining Duct Sizes) 
(Use This Table Where Slight Noise Is Permissible) 
Table Based on a Pressure Loss of One Tenth 
of an Inch of Water Per 100 Ft. Length 


D A Air Air D A Air Air 
Diam. Area Velocity Delivery Diam. Area Velocity Delivery 
In In Thru Duct Thru Duct In In Thru Duct Thru Duct 
Inches Sq. Ft. F.p.m. C.i.m. | Inches Sq. Ft. F.p.m. C.f.m. 
2 .0218 200 4 37 7.47 1874 14000 
3 .0491 364 17 38 7.88 1903 15000 
4 .0872 460 40 39 8.30 1925 16080 
5 .1360 554 76 40 8.72 1966 1714C 
6 .1963 630 126 41 9.17 1988 18240 
7 . 2676 704 188 42 9.62 2019 19330 
8 8494 765 267 43 10.1 2041 20620 
9 .4418 826 365 44 10.5 2076 21770 

10 5452 885 482 45 11.0 2098 23400 
11 .6460 930 600 46 11:5 2120 24360 
12 .7850 993 780 47 12.0 2141 25680 

13 .9210 1030 950 48 12.6 2172 27350 
14 1.068 1082 1156 49 13.1 2190 28700 
15 1.227 1125 1380 50 13.6 2211 30070 
16 1.398 1186 1658 51 14.2 2233 31700 
17 1.578 1216 1918 52 14.7 2266 33300 
18 1.767 1262 2228 53 15.3 2282 35000 
19 1.96 1292 2534 54 15.9 2304 36680 
20 2.18 1338 2920 55 16.4 2322 38070 
21 2.40 1378 3308 56 17.1 2350 70080 
22 2.64 1427 3864 57 17.7 2366 41850 
23 2.88 1462 4210 58 18.3 2388 43740 
24 3.14 1498 4705 59 18.9 2404 45460 
2 3.41 1506 5150 60 19.6 2428 17600 
26 3.69 1557 5745 61 20.3 2434 49400 
27 3.98 1589 6330 62 21.0 2468 51450 
28 4.27 1630 6958 63 21.6 2473 53400 
29 4.58 1652 7560 64 22.3 2509 55800 
£0 4.91 1689 8300 65 23.0 2525 53000 
31 5.23 1718 8984 66 23.7 2547 6300 
82 5.58 1745 9740 67 24.5 2568 62920 
33 5.94 1763 10470 68 25.2 2589 65250 
34 6.30 1800 11330 69 26.0 2610 €7800 
$ 6.68 1821 12170 70 26.7 2630 70200 
36 7.06 1853 13100 71 27.5 2 7.2580 
72 28.3 2660 75250 
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Methods of Figuring 
Heating Loads and 
Selecting Equipment 


(Concluded from Page 14, Column 8) 
times the water temperature rise 
upon which the selection is based. 


6. Circulating Water Lines. Select 
from Table 40, depending upon desired 
w.ter-flow and pressure drop due to 
friction. 

°. Circulating pump. Select a pump 
wih the capacity of circulating the 
quantity of water required against 
the total friction head of the system. 
This friction is made up of the fol- 
lowing: 

Friction through cooler, 

Friction through air-conditioning 
unit, 

Friction through piping. 


Heating Load 


1. Transmission Load. The trans- 
mission load is the heat which is lost 
due to the temperature differential 
between the dry-bulb temperature in- 
side the conditioned space, and the 
outside dry-bulb temperature. 


To determine the transmission load 
for a surface, multiply the area of 
the surface by the proper factor from 
Table 35, selected according to the 
direction with that table. The entire 
transmission load upon the room or 
building will be the summation of 
the loads upon all its surface. 


2. Outside Air Load. The outside air 
load consists of the heat that must 
be added to the outside air which 
enters the conditioned space by infil- 
tration or leakage or which is intro- 
duced for ventilation. 

The quantity of outside air should 
be estimated from Table 13, as de- 
scribed above under “cooling load.” 
The outside air load may be read 
from Table 16, using a differential of 
80°, or it may be computed by multi- 
plying the cubic feet of outside air 
per hour by 1.65. 

3. Total Heating Load. The total 
heating load is the summation of the 
transmission and outside air loads. 


The capacity of the heating equip- 
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ment should be from 10% to 20% 
greater than the computed load in 
order to shorten the morning heating 
up period in very cold weather. If 
the building construction is poor, or 
if the building is in a particularly 
exposed location, an additional 5% to 
10% should be added. 


4. Humidification. In order to deter- 
mine the required humidifier capacity 
in gallons of water evaporated per 
hour, divide the cubic feet of outside 
air required per hour, by 20,000. This 
may be expressed by the following 
equation: 


c.f.h. 
G.p.h. = 
20,000 
RECAPITULATION 


The preceding directions regarding 
the computation of the heating load 
may be concentrated as follows: 


Transmission Load. Multiply  ex- 
posed area in square feet by factor 
from Table 35. 


Outside Air Load. Determine outside 
air quantity from Table 13, and multi- 
ply this air quantity in cf.h. by 1.65, 
unless the temperature differential be- 
tween inside and outside dry-bulb 
temperature varies considerably from 
80°. 

Total Heating Load. Obtain by sum- 
mating above loads. Add 10% to 25% 
for quick heating up period, and 5% 
to 10% if exposed. 

Humidification Load. 


c.f.h. 
GHA = 


20,000 


Heating Equipment 


Selection 


1. Air-Conditioning Coil or Unit. If 
the air-conditioning equipment is to 
be used for year-around service and 
already has been selected upon the 
basis of the cooling load as described 
above, the heating capacity of the air- 
conditioning unit must be checked for 
the purpose of ascertaining if it is 
sufficient to balance the heating load 
as computed including the necessary 
safety factors. 

If the heating capacity is less than 
the load a deeper heating coil must 
be used, or a “booster” heating coil 


must be installed, g-nerally in the 
outside air intake. (fee Section No. 
7). 


If the heating capacity is 25% 
greater than the load, difficulty may 
be experienced in maintaining even 
temperatures during the heating 
season, so that an air by-pass or other 
means must be provided for reducing 
the heating capacity. 


2. Boiler or Heater. A steam gen- 
erating or hot water heating unit. 
must be next selected, whose heating 
capacity in B.t.u. is about 10% greater 
than the heating capacity of the 
heating coil. 


3. Circulating Pump. If hot water 
is used for heating, a _ circulating 
pump must be selected whose capac- 
ity is sufficient to pump the required 
water quantity against the head of 
the system. The required water quan- 
tity may be read from the heating 
coil capacity table, or may be com- 
puted by the equation: 

H 
Ww = —- —_—— 
500 TD, where 
W = Water-flow in g.p.m. 


H = B.t.u. per hour capacity of 
heating coil. 
TD = Temperature drop of water 


in passing through coil. 

The pressure drop through the sys- 
tem is equal to the sum of the fol- 
lowing: 

Pressure drop through heater (or 
cooler if system is for cooling also, 
and if cooler pressure drop is greater). 

Pressure drop through air-condition- 
ing unit. (See performance tables in 
Section No. 30.) 

Pressure drop through piping sys- 
tem (See Table 40). 

4, Steam Required. For the steam 
heating system the required steam 
flow in lb. per hour may be deter- 
mined by dividing the heating capac- 
ity of the heating coil by 1,000. 

5. Piping. The design of the piping 
is described in Section No. 20C. 

6. Ducts. If required, select sizes 
from Tables 38 or 39, depending upon 
permissable noise level. 


7. Discharge Grilles. Select from 
Table 25, depending upon tempera- 
ture differential between room and 
discharge temperatures, distance of 
throw and permissable fall. 


Table 40—Water Pressure Drop 


NOTE: This table shows the water flow in gallons per minute and in pounds per hour for various sizes of clean 
pounds per square inch per 100 feet of equivalent pipe, and 
The friction through each fitting may be taken as being 
pipe equal to 25 diameters (nominal pipe size). 


iron or steel pipe at various values of friction loss in 
in a water head in feet per 100 feet of equivalent pipe. 
equal to the friction in a straight length of 


Friction/100 Ft. Nominal Pipe Size 
Ft.Hd. Lbs. /Sq. In. 34” 1” 1%” 14 ” Q” 214 ” 3” 4” 5” 6” 
1 0.43 Gallons Per Minute 2 4 8 12 21 34 57 118 200 320 
1 0.43 Pounds Per Hour 1000 2000 4000 6000 10500 17000 28500 59000 100000 160000 
1 0.43 Feet -Per Minute 80 90 100 113 120 136 150 180 192 213 
B.t.u. Capac. at Temp. 
1 0.43 Differential of 6° 6000 12000 24000 36000 63000 102000 171000 354000 600000 960000 
1 0.43 Differential of 8° 8000 16000 32000 48000 84000 136000 228000 472000 800000 1280000 
1 0.43 Differential of 10° 10000 20000 40000 60000 105000 170000 285000 590000 1000000 1600000 
1 0.43 Differential of 20° 20000 40000 80000 120000 210000 340000 570000 1180000 2000000 3200000 
2 0.86 Gallons Per Minute 3 51% 11 15% 30 48 82 165 285 450 
2 0.86 Pounds Per Hour 1500 2750 5500 7750 15000 24000 41000 82500 142500 225000 
2 0.86 Feet Per Minute 110 122 142 146 172 193 214 250 274 300 
B.t.u. Capac. at Temp. 
2 0.86 Differential of 6° 9000 16500 33000 46500 90000 144000 246000 495000 812500 1350000 
2 0.86 Differential of 8° 12000 22000 44000 62000 120000 192000 328000 660000 1140000 1800000 
2 0.86 Differential of 10° 15000 27500 55000 77500 150000 240000 410000 825000 1425000 2250000 
2 0.86 Differential of 20° 20000 55000 110000 150000 300000 480000 820000 1650000 2850000 4500000 
3 1.30 Gallons Per Minute 3%4 7 13% 21 38 59 102 210 360 560 
3 1.30 Pounds Per Hour 1875 3500 6750 10500 19000 29500 51000 105000 180000 280000 
3 1.30 Feet Per Minute 130 156 174 198 218 237 265 318 346 373 
B.t.u. Capac. at Temp. 
3 1.30 Differential of 6° 10250 21000 40500 63000 114000 177000 =©306000 =§=©6©630000 =1080000 1680000 
3 1.30 Differential of 8° 15000 28000 54000 84000 152000 236000 408000 840000 1440000 2240000 
3 1.30 Differential of 10° 18750 35000 67500 105000 190000 295000 510000 1050000 1800000 2800000 
3 1.30 Differential of 20° 37500 70000 135000 210000 380000 590000 1020000 2100000 3600000 5600000 
4 1.7 Gallons Per Minute 4.3 8.2 16 2314 43 68 115 235 410 650 
4 i i Pounds Per Hour 2150 4100 8000 11750 21500 34000 57500 117500 205000 280000 
4 1.7 Feet Per Minute 155 182 206 222 246 273 300 355 396 435 
B.t.u. Capac. at Temp. 
4 L.7 Differential of 6° 12900 24600 48000 70500 129000 204000 345000 705000 1230000 1680000 
4 PS Differential of 8° 17200 32800 64000 94000 172000 272000 460000 940000 1640000 2240000 
4 Pe Differential of 10° 21500 41000 80000 117500 215000 340000 575000 1175000 2050000 2800000 
tm a Differential of 20° 43000 82000 160000 235000 430000 680000 1150000 2350000 4100000 5600000 
5 2.2 Gallons Per Minute 4.8 9.3 17% 27 49 78 135 275 475 740 
5 2.2 Pounds Per Hour 2400 4650 8750 13500 24500 39000 67500 137500 237500 370000 
— 2.2 Feet Per Minute 173 207 225 255 291 313 352 415 455 495 
B.t.u. Capac. at Temp. 
5 2.2 Differential of 6° 14400 27900 52500 81000 147000 234000 405000 825000 1425000 2220000 
5 2.2 Differential of 8° 19200 37200 70000 108000 196000 312000 540000 1100000 1900000 2960000 
5 2.2 Differential of 10° 24000 46500 87500 135000 245000 390000 675000 1375000 2375000 3700000 
ia 2.2 Differential of 20° 48000 93000 175000 270000 490000 780000 1350000 2750000 4750000 7400000 
6 2.6 Gallons Per Minute 5.4 10 19 30 54 85 148 300 510 810 
6 2.6 Pounds Per Hour 2700 5000 9500 15000 27000 42500 74000 150000 255000 405000 
1 2.6 Feet Per Minute 195 223 245 283 310 341 385 455 490 540 
B.t.u. Capac. at Temp. 
6 2.6 Differential of 6° 16200 30000 57000 90000 162000 255000 444000 900000 1530000 2430000 
6 2.6 Differential of 8° 21600 40000 76000 120000 216000 340000 592000 1200000 2040000 3240000 
6 2.6 Differential of 10° 27000 50000 95000 150000 270000 425000 740000 1500000 2550000 4050000 
‘a 2.6 Differential of 20° 54000 100000 190000 300000 540000 850000 1480000 3000000 5100000 8100000 
7 3.0 Gallons Per Minute 5.8 11% 21 32 58 92 160 320 550 870 
7 3.0 Pounds Per Hour 2900 5750 10500 16000 289000 46000 80000 160000 275000 435000 
aq 3.0 Feet Per Minute 210 256 270 302 332 369 417 485 530 580 
B.t.u. Capac. at Temp. 
; 3.0 Differential of 6° 17400 34500 63000 96000 174000 276000 480000 960000 1650000 2610000 
1 3.0 Differential of 8° 23200 46000 84000 128000 232000 368000 640000 1280000 2200000 3480000 
3.0 Differential of 10° 29000 57500 105000 160000 290000 
u 3.0 Differential of 20° 58000 115000 210000 320000 580000 


QUALITY-BUILT 
COMPRESSORS and 
CONDENSING UNITS 


The CHIEFTAIN line repre- 
sents precision manufacture 
and proven service, and is de- 
signed for all domestic and 
light commercial applications. 


Sizes range % to % HP. 
Write for prices. 


Z=—pa7m=—=T 


TECUMSEH, MICH. 


KOLD-HOLD ~ 


ICE CREAM CABINET 


CONVERSION UNITS 


Modernize old equipment . . provide much greater 
storage space for packaged goods .. eliminate brine 9 
leaks and attendant odors . . reduce zenigit and sim- 
plify installation . . require a minimum of service . . 
provide ideal temperatures under all conditions 
.- cost less to operate .. quickly and easily 


TECUMSEH PRODUCTS CO. 


£7: Outstandingly 
Superior as the 
KOLD-HOLD System 
of Truck Refrigeration 


installed in any standard cabinet at small cost. 


Write for Complete Facts 


KOLD-HOLD MFG. CO. - LANSING, MICH. 


ao Filtrine.. 


FILTERS & COOLERS 
WATER COOLERS 
COMMERCIAL -- AIR CONDITIONING 


From 2 gals. per hour to 500 gals. per minute 


WATER FILTERS — STEEL PIPE COILS — SURGE TANKS 
FILTRINE MFG. CO., Brooklyn, N. Y. 


What. wea... 


lutely correct placement of coils 
in a Walk-In Cooler for greatest 
cooling efficiency? Write for 
folder about the Rempe 


AUTODRAFT Unit Cooler 


Gives Facts That will Be Valuable to you 
For _43 years, makers of refrigera- 
tion and air conditioning coils. 


MOUNTING 


CONDITIONING. 


<+ 
Brazed in 
Controlled 


REMP E CO. Sueramento Blvd 


RECEIVER TANKS—COMPRESSOR BASES—MOTOR 
BASES— AND 
AND ASSEMBLIES FOR REFRIGERATION AND AIR 


Our Receiver Tanks are made with drawn shells. 
by Hydrogen Brazing produces tanks chemically clean and free 
from dirt. Can furnish tanks painted if desired. 


e 
Atmosphere Acklin Detroit, 2-165 Gen. Motors Bldg. 


OTHER STAMPINGS 


Assembly 


THE ACKLIN STAMPING CO. 
TOLEDO, OHIO 
Chicago, Tl. 


Staines 


Combination Dehydrator 
and Strainer 


With dispersion tube. Dehydrant is 
located inside asbestos sack sup- 


ported in turn within a fine mesh brass 
screen. 
shell. 
Weight 3% Ibs. 


2” O. D. x 12” long flanged brass 
Dehydrant capacity 20.5 cu. in. 


STOCKED 


Y VALVE CO, "sas es 


£EARBAA SD J OBBER S 


M | 


COMPRESSORS 


Mills Novelty Company * 4100 Fullerton Avenue * Chicago, Illinois 


LLS 


Sor Commercial Use 


CoLIROL::: 


f Liguin COOLER 
” A Source of Quick Profits 


Easiest to sell. For beer, root beer, water, carbonated drinks, 
etc. Fits standard beer coil box. 
Accurate. Costs less to install and operate. Permits steam 
or chemical cleaning of beer coils. refrig 
COMMERCIAL COIL & REFRIGERATION CO. 
457 NORTE ARTESIAN AVENUE, CHICAGO, ILLINOIS 


.. SEE YOUR JOBBER. OR WRITE DIRECT. . 


an 


DIAL_ IN 


Perfect foam control. 


erants. 
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